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TEXAS OFFICIAL CALLS 
BANK AGENT PARASITE 


Deputy Commissioner Opposes 
Licensing to Write Any Form 
of Insurance 





SELL THROUGH COERCION 


“Unfair Competition” Held Menace to 
Future Stable Growth of Insur- 
ance Business 


13.—“Gum 


AUSTIN, TEX., Mar. 
shoe methods of writing insurance can 
not be permitted by this department, 
and it is incumbent on the business and 
on the companies to relieve themselves 
of this system of mistletoe agents, who 
sap from the business a temporary gain 
to the injury of a permanent, stable and 
iuture growth of the great business of 
insurance in this state,” wrote Deputy 
Commissioner John M,. Scott, who has 
full charge of insurance matters, to 
Orville Thorp, general agent of the 
Aansas City Life at Dallas. 

The letter was in answer to an in- 
quiry in regard to licensing bank offi- 
cers to write insurance. The announced 
policy of the Texas department, Judge 
Scott advised, is not to license anyone 
who uses this license as a side line to 
some other business, “bringing such 
person in direct competition with those 
who have adopted the business of writ- 
mg insurance as a life vocation.” 


Raps “Unholy Competition” 


While the department has never made 
a ruling whereby bank officers were spe- 
citeally excluded from receiving _li- 
cenees, Judge Scott made it clear that 
¢ Is strongly opposed to licensing them. 

A bona fide insurance agent can not 
ame a success of his business if he is 
iandicapped by the unholy competition 
or bankers, grocers and tamale men,” 
he said. Continuing, Judge Scott wrote: 
gee insurance is a highly special- 
te Br nage and scientific business 
and toe y qualify one for the work, 
both whey much preparation and study 
the Me Bate ed a satisfactory service to 
io ~ and the insurance company. 
whereby the nee, 8. Properly sold, 
ate anety ne correct facts and figures 
oughly ore and intelligently and thor- 
om ~ A panna to him, the sale is 
esty pone Nr with his idea of hon- 
has been ar dealing, feeling that he 
“iutery ane to exercise his own 
will “so & esires and judgment and it 
to Meee nent and profitable both 
Sener. r— and to the insurance com- 
coercion oe the sale is made under 
ieee or a an additional security to a 
the il} ont ait ae influence of incurring 
galling on a his banker, it will be a 
ae themed worn under a protest and 
to be sh €n,, with the predominant idea 

Shed at the first opportunity. 


Detriment to Insurance Business 


I ide 
consider the banking agency system 


th . 

ee ntant detriment to the insurance 
ce 88 a this time. Young men and 
the en Bong not take up as a life work 
; ‘ng of insurance when they are 
u most unfair com- 
: oney speaks from the house- 
(CONTINUED ON PAGE 28) 


| jects under discussion at the annual meet- 














CANCER IS MEDICAL SECTION TOPIC 











CHATTANOOGA, TENN., Mar. 12.— 
The subject of cancer and its relation to 
life underwriting was one of the chef sub- 


ing of the Medical Section of the Ameri- 
can Life Convention, in session here last 
week, this providing a most interesting 
and instructive floor discussion of the pro- 
gram. The great amount of research and 
laboratory study being given to the at- 
tempt to ferret out some knowledge of this 
dread disese was shown in several of the 
talks. It was suggested that this matter, 
which probably has the foreground in the 
thoughts of medical men, should receive 
more attention from life insurance men 
and a program of cooperation in its study 
was recommended by Dr. Cook, the new 
chairman of the Medical Section. 

Dr. H. Gideon Wells of the University 
of Chicago gave an illuminating chart talk 
on the heredity of cancer. He contended 
that statistics available on the prevalence 
and number of deaths caused by cancer 
were not trustworthy, that the most de- 
pendable source of information is the hos- 
pitals and that careful checking up of this 
information had shown it to contain at 
least 50 percent error. He said that in a 
study of the heredity of cancer, group or 
selected statistics or animal experimenta- 
tion must be depended upon and be held, 
that it would take at least 150 years of 





carefully kept records backed up by scien- 
tific classification, and laboratory diagnosis 
and autopsy to get sufficient data on this 
subject of the heredity of cancer to be of 
value, and since this would require selec- 
tive mating and control of individuals 
which is impossible, such information 
could not be secured short of the millen- 
nium. 

He stated that it then becomes neces- 
sary to go to animal experimentation to 
work out such a law, and the two ques- 
tions arising in connection with such a 
procedure were: Is cancer the same in | 
man and animals, and are conclusions se- 
cured from animal experimentation trans- 
ferable, or applicable to men. 

Results of 12 Years’ Experiment 

As to the first he claimed that cancer 
was common to all animals from the fly 
and the mouse on up to man. And as to 
the second that if there is any thing fun- 
damental as to the living forms it is the 
laws of heredity as worked out by Mendel 
through the study of peas and proven 
over and over by scientific laboratory tests 
on other forms of life. 

He then described and illustrated the re- 
sults of twelve years experimentation with 
mice carried on at the Chicago Univer- 
sity, This experiment involved over 40,- 
000 mice and records on the causes of 
death of more than 40 generations of 
them. These records were made after an 
autopsy and laboratory test in each case. 
Out of this number 6,000 developed spon- 
taneous tumors or cancer. These mice 
were identified by such a method as num- 
ber tags and their mating controlled and 
recorded. 

By this study of heredity of cancer in 
mice they have been able to work out the 
law of the heredity of cancer and it is the 
same as the law worked out by Mendel 
and now accepted as the law of heredity 
in other respects. Just as they were able 
to develop strains of mice that were im- 
mune to cancer it would be possible if men 
were subject to the same control and di- 
rection to develop strains of people who 





would be immune. But as it is, humans 
who are not subject to cancer are the 
dominant and those who are subject to it 
are the recessive elements in heredity just 
the same as the dark pea is dominant and 
the light pea recessive under the Mendal 
law of heredity. That is, the resistance 
to cancer is dominant in humans. But that 
people in general include both elements 
and when two persons of the recessive type 
or two persons subject to cancer mate 
they are likely to develop a cancer strain 
or family. That is true, for the reason 
that two mated recessives always repro- 
duce true to type, there being no domi- 
nant element to influence the offspring. 

But so long as one parent did not have 
cancer there is a certain probability that 
any individual child will be dominant and 
not subject to cancer. 

The only practical value of this law in 
selecting risks for life insurance is that 
where two mated ancestors as parents 
have had cancer, thereby proving them of 
the subject or recessive type their off- 
spring are bad life insurance risks from 
this standpoint. Or where a given family 
is identified as a cancer or recessive fam- 
ily or strain, they are bad risks. 


Dr. Cook Suggests Program 


Dr. Henry W. Cook of the Northwest 
ern National gave a paper on the under- 
writing problems involved in cancer 
cases. He told of a foundation with an 
endowment of $250,000 that had been es- 
tablished in Minneapolis for the purpose 
of studying, preventing and curing of can- 
cer. He said that he was in favor of the 
life insurance company taking a more ac- 
tive part in such public health work and 
he made a motion that was passed in- 
structing that the secretary of the medical 
section prepare and furnish to the com- 
panies of the American Life Convention, 
a program of practical cooperation toward 
the prevention and cure of cancer, 

Dr. R. L. Rowley of the Phoenix Mu- 
tual gave a paper which discussed various 
collections of statistics on cancer and the 
conclusions which had been reached on 
them. 

He contended after analyzing these sta- 
tistics and the various conclusions that it 
is not at present possible to say certainly 
whether cancer is becoming more preva- 
lent, prevalent or is retaining the 
same prevalence. But that it appeared 
that there is a very slight decrease. That 
the apparent increase was only due to the 
better diagnosis and discovery of a greater 
number of cancers than were formerly 
not discovered because of incorrect diag- 
nosis and to the increased average age of 
the population, cancer being a disease only 
attacking the mature and older individuals. 

Dr. J. E. Bush, field director of the 
American Society for the Control of 
Cancer, gave a talk on the work of 
that society. 

After discussing the difficulties of car- 
rying on an educational campaign along 
this line he appealed to the medical direct- 
ors present for the cooperation of their 
companies. 

He stated that many cancers in the early 
stage are curable and if the layety can 
be educated to recognize it and seek proper 
treatment in the early stages many cases 
now fatal may be cured. He suggested 
that where companies donated literature 
on the subject to this cause that they re- 
frain from imprinting their names on it. 


less 





MEDICAL DIRECTORS 
MET AT CHATTANOOGA 


Held Annual Meeting of Medical 
Section of American Life 
Convention 


DR. COOK NOW CHAIRMAN 


Elected to Succeed Dr. Crawford—1924 
Meeting to Be at Atlantic City 
in June 


CHATTANOOGA, TENN., Mar. 9. 
—The annual meeting of the Medical 
Section of the Life Conven- 
which last night, 


American 


tion, closed here 





DR. HENRY W. COOK 
New Chairman, Medical Section 


proved one of the most interesting and 
profitable the organization has ever 
held. The subjects under discussion 
were chiefly on substandard business, 
various phases of examination work 
and the problem of cancer, though the 
round table discussions covered many 
angles of these and allied subjects. At 
the business session held last evening 
Dr. Henry W. Cook, Northwestern Na- 
tional Life, was elected chairman, Dr. 
M. M. Lairy, La Fayette Life, vice- 
chairman, and Dr. F. L. B. Jenney, Fed- 
eral Life of Chicago, secretary, which 
post he has held since its inception. 
The new member of the board of man- 
agers is Dr. Carl Stutsman of Des 
Moines, chairman of the program com- 
mittee for the next meeting, who was 
elected by a close vote over Dr. Abbott 
of the Maryland Assurance. 
Meet at Atlantic City in 1924 


Atlantic City was chosen as the place 
for the 1924 convention, the time being 
changed from the customary date to 
June, or whatever other date is prefer- 
able. The change was made in order 
that the convention of the Medical Sec- 
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tion might be held at the same time as 
that of the American Medical Associa- 
tion, which will be held there in June, 
thus enabling the medical men to attend 


both. It will also enable the officers 
of the Medical Information Bureau, 
which was recently allied with the 


American Life Convention, to be pres- 
ent at the sessions of the Medical Sec- 
tion. 

Chairman Crawford Presides 


The annual meeting opened Wednes- 
day morning at Signal Mountain Hotel, 
with Dr. G. E. Crawford, of the Cedar 
Rapids Life, chairman of the Medical 
Section this past year, presiding. After 
a brief introductory talk, Dr. Crawford 
proceeded with the program, Franklin B. 
Mead, Lincoln Life, opening the discus- 
sion with his paper on “The Classifica- 
tion and Coding of Substandard Risks” 
which appeared in last week’s issue of 
Tue NATIONAL UNDERWRITER. 

This paper was discussed by Dr. 
Baker of the Kansas City Life, Dr. Gib- 
bons of Western States Life and Dr. 
Shewbrooks of the Lincoln National. 
Dr. Gibbons in his discussion brought 
out the ideal side of granting life insur- 
ance to substandard risks in that it 
makes protection available to persons 
who would not otherwise be able to se- 
cure it. 

Dr. Shewbrooks made the point that 
the present experience of the mortality 
on sub-standard risks is based upon 
the work of examiners done years ago, 
and that the future should be more sat- 
isfactory, because the present day exam- 
iners are better fitted to give the 
complete and proper information. 

The afternoon of the first day was 
devoted to the discussion of cancer 
and health conservation through per- 
iodic examinations, 


Dr. Wells’ Address 


Dr. William Muhlberg read a paper 
on “Periodic Health Examination.” 

Dr. Franklin C. Wells of the Equit- 
able Life of New York discussed the 
subject of periodic examinations and 
conservation. He said that national 
health is the biggest question before the 
American people; that so long as Amer- 
ica is peopled by those of great physi- 
cal vigor it can defy the world. To illus- 
trate the broadness of the field for 
health conservation he stated that while 
one in every three of the young men 
of America was refused for military 
service in the war on account of physi- 
cal defects, 75 per cent of these defects 
were preventable. 

He contended that if a risk is worth 
assuming it is worth improving and 
prolonging and that the responsibility 
of the company does not end with the 
collection of premiums. He said that 
while it was a good thing to pay a death 
claim promptly it is an infinitely better 
thing to prolong the earnings of the 
insured to his loved ones. 

As to whether it paid or not to do 
this work he stated that the postpone- 
ment of the payment of $20,000,000 
death claims, one year, is worth, at 4% 
percent interest, $900,000. He contended 
that the time will come when all life 
insurance companies will be engaged in 
this health conservation work. 


Convention Officers Present 


At the opening of the morning ses- 
sion on Thursday Thomas W. Black- 
burn, secretary of the American Life 
Convention, read correspondence with 
the U. S. Veterans’ Bureau in which 
the bureau assured the companies that 
it would be glad to cooperate with the 
life companies in giving them informa- 
tion concerning ex-service men in the 
bureau hospitals who might be claim- 
ants under a disability policy or clause 
if the giving of such information is to 
the interest of the ex-service men. But 
the application for such information 
must be made to the director of the 
bureau at Washington, and accompani- 
ied by the written consent of the ex- 
service man that such information be 
given, and not to the local hospital auth- 
orities. 

Lee J. Dougherty, president of the 

(CONTINUED ON PAGE 23) 














PUBLIC HEALTH EXAMINATIONS 





R. WILLIAM MUHLBERG, med- 
D ical director of the Union Central 
Life, referred in his address before 
the Medical Section of the American Life 
Convention to the fact that the average 
expectation of life has been greatly 
lengthened within the last century. He 
believes that in view of the advance made 
in medical science even greater progress 
will be made in life conservation within 
the next century. He predicts, however, 
that a conquest of this kind will meet with 
a more stubborn resistance and that fu- 
ture attacks will have to be conducted in 
a soil not so favorable for sweeping op- 
erations. Continuing Dr. Muhlberg said: 


Most Epidemics Controllable 


“Apparently with the single exception 
of influenza, pandemics and serious epi- 
demics among the adult population are 
easily controlled. Cholera, yellow fever, 
smallpox, typhus, bubonic plague are no 
longer menaces except where it is im- 
possible to enforce rather elementary hy- 
gienic measures. We have still much to 
learn with reference to the prophylaxis 
of epidemics among children—pertussis, 
scarletina, measles—but in this field, the 
outlook is promising. 

“Certain endemics and local diseases 
such as typhoid and malaria are slowly 
vanishing in this country—the fight against 
malaria may last another generation or 
two, but the way is clear and ultimate 
victory quite certain. 

“It is of particular interest to note 
that, so far, our real hygienic triumps 
have almost without exception been 
achieved without the active participation 
of the individual. Cholera, yellow fever, 
bubonic plague, etc., are controlled al- 
most solely through the efforts of our 
federal and state medical authorities. 
Where cooperation of the individual is 
sought, the results are not so satisfac- 
tory, as witness the long and only par- 
tially successful warfare against small- 
pox. 

Typhoid Fever 


“An even better illustration has been 
the experience in Cincinnati with refer- 
ence to typhoid fever. For years, on ac- 
count of a poor water supply, there were 
serious outbreaks of typhoid every autumn. 
The health authorities, the doctors and the 
newspapers waged an active campaign of 
education against the dangers of the use 
of unboiled water, contaminated milk and 
food, etc., but the results were almost 
negligible. Whereupon the city did the 
sensible thing—constructed a modern wa- 
ter works with proper filtration plant, and 
typhoid, except for imported cases, has 
ceased to exist. 

“I believe one is almost justified in stat- 
ing somewhat axiomatically, that the 
success of conservation work is inversely 
proportional to the reliance one must place 
on individual cooperation. And yet suc- 
cess is not impossible even where one 
must count on a large measure of per- 
sonal assistance. Tuberculosis is gradu- 
ally moving off the stage, as the ‘Great 
Killer’—just why is a debatable question 
—but I believe the anti-tuberculosis so- 
cieties should be given some credit for 
inculcating into the public the realization 
that prevention of tuberculosis is largely 
dependent on personal effort. 


Fight on Tuberculosis 


“The fight on tuberculosis has been 
made easier, too, because we have very 
exact knowledge of the etiology of the 
disease, and because the diagnosis is com- 
paratively easy, the treatment very satis- 
factory, and also because everybody has a 
wholesome respect for the disease. 

“It is a fact that the clearer are our 
medical conceptions and knowledge of the 
etiology, pathology of a disease, the more 
successful the treatment, the easier it is 
to win over the cooperation of the in- 
dividual. p 

“The problems of conservation, as it 
presents itself to an insurance medical 
director, are quite different from those 
encountered by the public health officer. 





DR. 


WILLIAM MUHLBERG 


epidemics and diseases discussed in the 
preceding paragraphs — where individual 
cooperation is not essential—whereas the 
medical director’s energies must be bent 
towards combating affections that for the 
most part require not only an understand- 
ing on the part of the individual, but also 
a very intelligent cooperation. 


Common Causes of Death 


“This is best elucidated by a study of 
our death losses. The commonest causes 
of death, arranged approximately in their 
order of frequency, on account of which 
the company I represent was called upon 
to pay claims in 1917 are heart disease, 
apoplexy, tuberculosis, Bright’s disease, 
pneumonia, cancer, accidents, suicide, ap- 
ependicitis, paralysis, disease of liver, an- 
gina pectoris, typhoid, arterio-sclerosis, 
diabetes, malaria. 

“It will be noted that only a few of 
these conditions—tuberculosis, accidents, 
typhoid and malaria—can be effectively 
combated through public health methods. 
Our recent experience with influenza (and 
the same is probably true for pneumonia) 
has demonstrated how ineffective methods 
based on our present knowledge really 
are with reference to this epidemic. 

“Other diseases, notably those of the 
degenerative type: cardio-renal conditions, 
apoplexy, brain diseases, high blood pres- 
sure, and diabetes, -can not be readily 
guarded against. Their etiology is vague, 
numerous factors entering into the causa- 
tion—syphilis, alcohol, hard work, mental 
strain, local septic infections, intestinal 
intoxication, poisons, gout, heredity, etc. 
Some of these, as syphilis and alcohol and 
occupational poisons, can be influenced 
through legislative action and health laws; 
others, as mental strain, hard work, in- 
testinal intoxication, might be reached 
through education and propaganda; and 
still others, the local infections, might be 
remedied by direct examination. 

“In all of these conditions, and this in- 
cludes cancer, an early diagnosis mate- 
rially increases the life expectancy. But 
even an early diagnosis is useless unless 
the patient will patiently and intelligently 
carry out measures for holding this ail- 
ment in abeyance. We have found from 
experience that not all persons suffering 
from diabetes, Bright’s disease and high 
blood pressure have the will-power or 
evince sufficient interest to carry out the 
somewhat onerous therapeutic measures 
called for by their ailments.” 





Reeves With Lincoln National 


William A Reeves has gone with the 
Lincoln National Life in charge of its 
department of issue. Mr. Reeves has 
had 20 years experience in th eissuance 
of policies. He has been with the Aetna 
Life in that company’s policy depart- 





The health officer deals principally with 


ment and new contract division. 





GOOD TOPEKA PROGRAM 


a 


HOLD SALES CONGRESS MAR. 31 


Emmet May and Eliason Headliners— 
Superintendent Baker to Discuss 
Insurance Laws 


TOPEKA, KAN., Mar. 13.—Life in- 
surance men in Topeka expect the 
fourth annual sales congress of the To- 
peka Association of Life Underwriters 
to be held here Mar. 31, will have the 
largest attendance of any congress the 
association has held. 

Paul Kantz, general agent tor the 
Equitable Life of New York, is chair- 
man of the program committee for the 
congress. He has arranged a program 
of unusual interest to life insurance 
men. One of the features will be a dis- 
cussion of the insurance laws of the 
state with particular reference to the 
legislation of the 1923 session, by Wil- 
liam R. Baker, superintendent of insur- 
ance. Another of the important ad- 
dresses will be that of Emmet May, 
president of the Peoria Life, on “Lite 
Insurance Service,” and the top-liner 
address will be that of A. O. Eliason, 
president of the National Association of 
Life Underwriters. 

The Aetna Life and the Peoria Life 
general agencies have called a general 
mieeting of all the agents for Topeka 
Mar. 30, with the idea of combining a 
general agency meeting with the sales 
congress a day later. It is expected that 
several other companies will adopt the 
same plan although announcements of 
their calls have not been made. 

The full program for the congress as 
announced by Mr. Kantz follows: 


Morning Session 


Address of Welcome, J. E. Spalding, 
President Topeka Life Underwriters. 

“The Kansas Insurance Laws,” W. R. 
Baker, Superintendent of Insurance. 

“The National Association,” A. 0. 
Eliason, President National Association. 

“The Selling Process,” opened by R. B. 
Daniel (10 minutes). 

General discussion, 40 minutes. 

A. “The Strategy of the Approach or 
What to Say During the First Two Min- 
ntes of the Interview,” led by John 
Schumacher, Wichita (3 minutes). 

B. “Selling Suggestions, or The Main 
Interview,” led by John J, Eberhardt. 

Cc. “Tactics of Closing or Closing Ar- 


guments,” led by Andrew Hoy (5 
minutes). 
Address—“Our Responsibility.” Howard 
Seott, Hutchinson. m 
Address—“Life Insurance Service. 


Emmet May, President Peoria Life. 


Afternoon Session 


Address, J. E. Boyer, President Wichita 
Life Underwriters Association. 

“Reasons for Selling Installment or 
Life Income Policies,” led by Harry W- 
Stanley (15 minutes). 

General discussion (15 minutes). 

Address, “Why I carry $100,000 of Life 
Insurance,” Fred Voiland, President Na- 
tional Association of Retail Clothiers. | 

Address, “How I Sell Educational Poli- 
cies,” Bruce Griffith (15 minutes). 

General discussion, 

“Business Insurance for Partnerships 
and Small Concerns,” Ransom Stephens. 

Address, “The Qualities that Make for 
Success as a Salesman,” P. M. Ray. 


Svening Speakers 
A. O. Eliason, President National a. 
ciation of Life Underwriters; E. H. Lo 
ley, Chancellor University of Kansas. 





Change Convention Date 


A meeting of the executive — 
tee of the American Life Convent 


was held in Chattanooga, Tenn. = 
Thursday, while the members | Wl 


present for the sessions of the ¥ - 
Section of the Convention in its orn 

meeting, the date of the annual — 
of the American Life Convention - . 
changed from Sept. 24 to Oct. 1 -. 
Des Moines, Ia. There was other aoee 
tine business but the convention a 

was the chief matter of interest. 








Law 
the M 
discus 
west 
The s 
H. \ 
agenc’ 
accou! 
purpo: 
the de 
koette 
comm 
out th 





The 
life in 
oi an 
atic : 
was d 
safe i 
media 
mum 
financ 
by wh 
This ; 
every 


The 
the s: 
weath 
days 
serve | 
incom 
pende 
age. 
the d 
no ex 
field ; 
far a 
amon; 
in the 
canno 


The 
aS giv 
To e 
Saving 
to ret 
incom 
a giv 








proba 
life ij 
(4) t 
Preset 
te en 
Positi 
plishe 
The 
to re 
enoug 
Possit 
US SS; 
Partic 












-ife in- 
ct the 
he To- 
writers 
ave the 
ess the 


or the 
, chair- 
for the 
rogram 
surance 
> a dis- 
of the 
to the 
yy Wil- 
f insur- 
int ad- 
t May, 
n “Lite 
op-liner 
Eliason, 
ation of 


‘ia Life 
general 
Topeka 
ining a 
e sales 
red that 
opt the 
ents of 


rress as 


oy R.B. 


s). 

1e Main 
ardt. 
ing Ar- 
joy (5 


Howard 


ervice.” 
fe. 


Wichita 


rent oF 
arry W. 


St Life 
ent Na- 
jiers. 
al Poli- 
). 


1erships 
rephens. 
ake for 
ay. 


11 Asso- 
1. Lind- 


sas. 


er rou- 
yn date 





March 15, 1923 


LIFE INSURANCE EDITION 








WITTEN TELLS PURPOSE 
OF DEFERRED ANNUITY 





Meets Problem of Uninsurable 
Man Thus Opening Wide 
Field for Agents 


IS A FINE DOOR OPENER 


Will Gain Attention and Help Sell Life 
Insurance Where Ordinary Ap- 
proach Would Fail 


Lawrence C. Witten, general agent for 
the Massachusetts Mutual at Cincinnati, 
discussed deferred annuities at the Mid- 
west convention in Chicago recently. 
The subject had been assigned to Burt 
H. Wulfekoetter of the Cincinnati 
agency, who was unable to attend on 
account of illness. Mr. Witten read the 
purposes of the deferred annuity and 
the definition as given by Mr. Wulfe- 
koetter and interspersed his reading with 





comment and discussions which brought 
out the value of this plan. 

The deferred annuity, he said, is not 
life insurance, but merely the purchase 
oi an annuity at a given age by system- 
atic advance payments. An annuity 
was defined by Mr. Wulfekoetter as the 
safe investment of a large amount im- 
mediately at hand to provide a maxi- 
mum return to one who alone needs the 
fnancial protection it now provides, and 
by whose death no one is left in want. 
This is the regular annuity with which 
every one is acquainted. 


Deferred Annuity Defined 


The deferred annuity was defined as 
the systematic storing up, during fair 
weather, or during the best earning 
days of the purchaser, a sufficient re- 
serve to provide a guaranteed continuous 
income which will bring financial inde- 
pendence during the long winter of old 
age. One of the attractive things about 
the deferred annuity is that it requires 
no examination and therefore opens the 
feld among men who are over age, as 
lar as insurance is concerned, and 
among those who might be interested 
in the systematic savings plan but who 
cannot pass the physical examination. 


Purposes Given 


The purposes of the deferred annuity 
as given by Mr. Wulfekoetter were: (1) 
To encourage, even force, systematic 
Saving now, to provide for then; (2) 
to return such saving, only when other 
income has probably ceased, that is, at 
a given age when the prospect will 





probably have ceased being an earner; 
(3) to insure a guaranteed continuous 
life income regardless of experiences; 
(4) to relieve old age—let alone the 
Present age—of investment worries; (5) 
tc enable one to plan now, and know 
Positively that the object will be accom- 
plished. 

The deferred annuity can be used to 
‘o reach the man who already “has 
enough” insurance. Occasionally, it is 
Possible to find a man of means with 
'S savings well invested who is not 
particularly interested in insuring his 
®pendents against his sudden death. 
ou. the figures showing the posi- 
: s many well-to-do men when they 
nally arrive at old age will interest 
kin, and this method of saving his 

hey at anywhere from 3% to 4% 
omatne compound interest and, under 
song conditions not subject to tax- 
chien ee a very attractive prop- 
mena : e deferred annuity has been 
a ully advertised in the daily 
teaeepers by agencies in St. Louis, 
— yi. elsewhere and results 
se 1S a great interest in the 


Mr. Witten said that as far as he was 





SPICER’S NEW COMPANY 


IS ORGANIZING OCEAN LIFE 


Also Selling Stock in “Insurance Invest- 
ment Company” to Do General 
Insurance Business 





Ernest W. Spicer, formerly president 
of the American Bankers Life of Chi- 
cago, is organizing a new life insurance 
company to be known as the Ocean 
Life Insurance Company, and also the 
Insurance Investment Company, which 
is now in the process of promotion. The 
investment company has an authorized 
capital of $500,000 with shares at a par 
value of $10. It is to act as general 
agent for all kinds of insurance on the 
Pacific coast and will in addition do 
an investment business making mort- 
gage loans and selling notes issued 
against mortgages. 

Stock for the Ocean Life is being sold 
at Santa Rosa and Petaluma, Cal., a 
contest being on between the two cities 
as to which will be the home office of 
the company. The city buying the most 
stock will probably be chosen. In order 
to receive a renewal of the contract for 
selling stock, the California corporation 
department has given Mr. Spicer a per- 
mit on the condition that $25,000 in 
sales with commission deducted have 
been made by May 1. The plan pro- 
vides for 20 percent promotion expense. 


Equitable “President’s Month” 


The field force of the Equitable of 
Iowa is celebrating March as “Presi- 
dent’s Month” in honor of President 
Henry S. Nollen. This custom was 
established in 1921. That month set a 
production record which has never been 
surpassed. The company’s goal for 
March is $7,000,000 in net approved busi- 
ness. The largest figure on this basis 
ever turned in in one month by the 
Equitable agents was in March, 1921, 
when $6,852,005 was written. 








Named Assistant Secretary 


E. C. Potter has been elected assistant 
secretary of the Pacific Mutual. Mr. 
Potter has been in the investment de- 
partment for the past four or five years. 
His work has been inspecting mortgage 
loans and attending to much important 
correspondence, in which work he will 
continue. 








concerned, one of the biggest argu- 
ments in favor of presenting the proposi- 
tion is that he often finds that people 
who have at first insisted that they had 
sufficient insurance will say after the 
proposition has been explained, “Why, I 
could buy so many thousands of in- 
surance for that premium,” thus lead- 
ing themselves right into the hands of 
Mr. Witten, who would prefer to sell 
them real insurance. He said that he 
had sold several big policies where he 
might not have been able to gain atten- 
tion any other way than by the presenta- 
tion of the deferred annuity plan. 


To Meet Inheritance Tax 


To the man who is not a prospect for 
life insurance on account of his age or 
physical condition, the problem of estab- 
lishing a fund to meet inheritance taxes 
is a difficult one. This is merely an at- 
tractive way of saving the money. 


Future of Dependents 


The uninsurable man of means who 
has several daughters will sometimes 
wish that he could make an absolutely 
sure way of providing for them. They 
may become married and apparently be 
where they do not need his assistance. 
On the other hand, no one can tell what 
the future has in store for them and a 
deferred annuity will fill the bill. He 
can buy a deferred annuity in favor of 
each daughter and thus provide abso- 
lutely for their future. 





MONTANA MEN MEET 


LINCOLN LIFE CONVENTION 





Sectional Meeting in Butte Is Held in 
Honor of Fine Work Done by 
Montana Agents 





As a compliment to the splendid vol- 
ume of business rolled up by the agents 
of the Lincoln National Life in Mon- 
tana, one of the series of three-day 
sectional meetings was held in Butte on 
Mar. 7-9. All Lincoln Life agents of 
Montana and two salesmen from west- 
ern North Dakota, George Kremer and 
Paul E. Brady, attended the gathering. 


Shepard Presides 


Vice-President and Agency Manager 
Walter T. Shepard presided over all the 
sessions and acted as toastmaster for 
the banquet Thursday evening. He paid 
a marked tribute to the efforts of the 
Montana salesmen who continued to 
increase their business through 1922 in 
the face of adverse financial conditions. 

D. Gibbons, head of the Butte 
agency, in presenting his subject on the 
first day’s program, “Systematic saving 
of time,” said that the very definite 
working plans which triumphed through 
1922 will be worked overtime to make 
a still more glorious record through 
1923. 

Insurance Sold as Stock 


R. H. Manning of Butte, talking on 
“The Approach,” said that he has found 
that even in stringent times men are 
willing to invest in stocks and accord- 
ingly he presents life insurance as the 
surest of stock propositions and as the 
easiest investment to handle. 

P. J. McGreevey of Anaconda said 
that in influencing prospects to sign 
for life insurance he uses something of 
the method of the circus barker in that 
he informs folks that all reliable people 
are taking life insurance and that they 
should join the crowd. Patrick F. Mur- 
phy of Butte in introducing his sub- 
ject, “Monthly Income Insurance,” 
stated that its value is in the fact that 
so many people slip when they leap 
for sudden riches. 


T. D Hughes Speaks 


Vice-president and Manager of North- 
western Agencies T. D. Hughes ad- 
dressed the gathering on the subject 
“The Value of a Pace-Maker.” He used 
the example of the race horse setting a 
new record by the aid of a running mate 
and he urged the Montana agents to set 
a definite standard for this year and 
then to work with all their might to 
beat it. 

Other home office officials who 
attended the Montana meeting and con- 
tributed educational talks were Superin- 
tendent of Agencies A. L. Dern, Assist- 
ant Medical Director D. E. Thornton, 
and Assistant Superintendent of Agen- 
cies V. J. Harrold. 


Introduces Reserve Bill 


Representative Mitchell has introduced 
House Bill 197 in Illinois legislature pro- 
viding that each foreign life company 
transacting business in the state shall de- 
posit Illinois securities approved by the 
superintendent of insurance with the state 
equal in amount to the aggregate reserve 
required by the laws of the state of its 
corporation. This is practically the Texas 
Robertson law. 





Macallister in West Virginia 


W. F. Macallister, agency manager of 
the Shenandoah Life, spent several days 
recently at the office of C. R. Morgan, 
state manager for his company in West 
Virginia. Mr. Macallister has for some 
months been holding a series of agency 
schools in various states, and he and 
Mr. Morgan are perfecting plans for 
the organization and development of 
West Virginia, and the education of 
agents. 





MEDICAL MEN DISCUSS 
TREATMENT OF GOITRE 


Hear Views on Acceptance of Such 
Risks Under Sub- 
standard 


GIVEN MAYO EXPERIENCE 





Medical Men at Chattanooga Conven- 
tion Consider Various Phases 
of This Subject 


One of the most interesting discus- 
sions enjoyed at the sessions of the 
Medical Section of the American Life 
Convention, at its annual meeting at 
Chattanooga, Tenn., last week, was that 
on the subject of goitre, this being 
treated from many angles and the great 
amount of work being given to the 
study of this disease being well dem- 
onstrated. The discussion was opened 
by Dr. J. de J. Pemberton of the Mayo 
Clinic at Rochester, Minn., who read a 
paper on the experience and observa- 
tions of those at the Mayo Clinic in 
connection with it. 

Dr. Pemberton stated that the mor- 
tality experience in the operation for 
goitre is comparable to or about the 
same as in other major surgery. In 
1922 out of 993 operations for this mal- 
ady the mortality was considerably un- 
der one per cent. That in the treat- 
ment of exopthalmic goitre by opera- 
tion, 39 percent either were cured or 
showed a marked improvement. 

Dr. Pemberton’s paper on the Clinical 
experieace with goitre, was followed by 
a paper by Dr. C. E. Waits of the 
Southern States Life of Atlanta on 
“Goitre as a Factor in Life Insurance.” 

He gave statistics which showed a 
much greater prevalance of goitre in 
the states bordering on the Great Lakes 
and in the Northwest than in other 
parts of the country. He said that the 
southern states have much less goitre 
than any other section of the country. 
He stated that the reason for this is 
not known unless it be the greater 
amount of iodine in the water of the 
southern states, iodine being a preven- 
tative of goitre. 

He said that statistics of many of the 
larger goitre clinics show that more 
than 80 percent of patients operated 
upon for adenomatous goitre are cured 
permanently. Also that 65 percent of 
those operated upon for exopthalmic 
goitre are permanently cured. 


Basis of Acceptance 


In his summary he stated: “On a 
basis of such statistics we may say that 
applicants suffering from various types 
of goitre are acceptable on the follow- 
ing ratings: 

“Simple and colloid types, if not ac- 
companied by symptoms of hypo- or 
hyper-secretion, may be accepted at 
standard rates. If we have positive evi- 
dence of either hypo- or hyper-function, 
we should then provide for an extra 
mortality of from 25 per cent to 50 
percent. In case of operation this type 
may be accepted as standard after a pe- 
riod of from six months to one year. 

“In the adenomatous type, before op- 
eration our action should be guided, 
first by the age of the applicant, the size 
and location of the tumor, rapidity of 
growth, and presence of symptoms. If 
the applicant is under 30 years old, the 
growth small, and no evidence of hy- 
per-thyroidism, the case may be ac- 
cepted with the provision for an extra 
mortality of from 50 percent to 75 per- 
cent. After removal of the growth these 
cases may be accepted at standard rates, 
after a period of from six months to 
one year. If the adenoma be accom- 

(CONTINUED ON PAGE 24) 
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: ° Company. Mr. Tarbell in associating 

himself with the Cleveland Discount 

Company said that he was attracted to 

it because it was employing the princi- 
ples of life insurance salesmanship. 

Had Elaberate Offices 


The Cleveland Discount Company had 
some 300 salesmen of the high pressure 
type. It erected a big office building 
and had on the top a $36,000 electric 
sign to operate which every night cost 
as much as it would to light a town of 
20,000 people. The offices of the Cleve- 
land Discount Company were truly mag- 


nificent. The structure is supposed to 
have cost over $3,000,000. It is about 
62 percent rented. The Prudential has a 
first mortgage of $1,500,000 on the 
building. Many experts say that the 
holders of the second mortgage have 
only a small margin to work on. 

The salesmen of the Cleveland Dis- 


count Company were approaching the 
holders of life insurance policies that 


had a cash surrender value, urging them 
to give up their policies and buy the 
securities of the Cleveland Discount 
Company. The company put out issues 
of real estate bonds, evidently greatly 
over-loaning property. Some of its bond 
issues were decidedly mysterious. The 
Discount Building Company, the hold- 


ing company for the building, sold its 
stock at $80 a share and the stockhold- 


ers will lose heavily. 
Public Was Deluded 
The Cleveland Discount Company got 
a number of life insurance men to sell 
its securities. The public evidently was 
very much deluded by the advertising 
: matter and the arguments presented by 


the salesmen because it was felt that 
the securities that were being marketed 
were entirely safe. That was the big 
Nn point that the salesmen made. They 
Surance O placed their arguments on the high 

° value of real estate mortgage loans and 

also the fact that successful and note- 
worthy banks were acting as trustees. 
Life insurance men have used_ the 


INDIANAPOLIS, IND. failure of the Cleveland Discount Com- 


~ pany to show the necessity of clinging 
E sta b ] 1s h e d 1 s 9 9 very tenaciously to life insurance 4 

the safest of all investments. President 
William H. Hunt of the Cleveland Life 
in his talk before the American Life 


Convention at Milwaukee last fall em 
HERBERT M. WOOLLEN pianised the danger af concr 
; the Cleveland Discount Company 4 
PRESIDENT oning the minds of the people on invest- 
ments. 


Great Northern in California 


The Great Northern Life, which re Be 
cently took over the Central Buiness < 
Men’s Accident Association, has _ S 
licensed in California, in which state t , 
Association has done business for = : FY 
eral years past. Business will herea hfe 

be done under the name of the 4 R 
company. an 
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Are you the man to 


take charge of Tusyoffice ? 


An Insurance Company over 25 years 
old realizes the big opportunity of doing 
a big business in Denver—the mile high 
city. 


This Company has over a hundred 
million dollars insurance in force—a 
healthy surplus, and an unusually com- 
plete line of policies. It has everything 
necessary to open a profitable agency 
except the right man, and it now seeks 
him. 


If you are the right man, you have a 
wonderful opportunity to increase your 
income, and live in one of the most 
healthful and interesting cities of the 
World. 


If you are the right man, the Com- 
pany will pay you. 
| generous salary 
a commission 
a renewal 
will furnish an office equipped and 
maintained. 


The Opportunity Is Big So the Man 
Must Be Big 


You are the right calibre man if you 
have: 


Ist Successful City underwriting ex- 
perience. 


2nd A financial responsibility of at 
least $25,000. 


3rd_ A record of an earning capacity 
of at least $10,000 per year for 
the past three years. 


A standing in your present com- 
munity that shows your ability to 
connect with the very best busi- 
ness and professional men in Den- 
ver. 


To eliminate unnecessary correspond- 
ence enclose bank reference with your 
application, and mail to D-46, care The 
National Underwriter. 
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Opening Ohio 


THE INDIANAPOLIS LIFE INSURANCE 
COMPANY wants managers for Cincinnati, Co- 
lumbus, Youngstown, Toledo, Akron, Cleveland, 
and Dayton. 


We are not looking for high pressure insurance men who flit 
from company to company, but want honest, intelligent and 
capable men—those who have a keen desire to serve their 
policyholders well—men of character, belief in the institution 
of Legal Reserve Life Insurance, honesty of purpose, loyalty, 
energy and industry. : 


The figures below will interest you if you like consecutive, 
constructive, steady growth in Life Underwriting. 


Insurance in Force 


1905 $ 325,000.00 
1906 1,281,909.93 
1907 2,158,315.62 
1908 2,344,449,12 
1909 3,037,135.59 
1910 3,760,237.71 
1911 4,451,264.48 
1912 5,756,690.86 


7,011,554.27 
8 655,788.49 


10,231,921.21 
12,021,820.06 


13,665,053.54 
15,532,346.26 
20,456,374.44 


1920 §=—.27, 006,018.90 
1921 =31,275,345.88 


1922 35,236,427.74 


Growing Steadily 
Purely Mutual Low Initial Premium 
Large Annual Dividend 


1917 
1918 
1919 


You will note we have never made a bid for size but have 
been intensely interested in giving to our policyholders the 
best service at the lowest cost, and in doing this we have 
interwoven into the life of the Company character and de- 
pendability (always keeping faith with policyholders), the 
bedrock upon which we stand in all future development. 


If you like our plan and are at liberty to represent us, if 
you feel that you have the ability to establish for yourself 
a real Agency—Write or wire 


FRANK P. MANLY, 
President 


JOE C. CAPERTON, 
Sales Manager 











= 








= Established in 


Indiana, Michigan, Illinois, Minnesota, Florida and Texas 

















EXPANSION PROGRAM 


PLANS OF SHENANDOAH LIFE 





Breaks Up New Jersey Into Small Di- 
visions—Will Enter New Territory 
in 60 Days 





The organization and expansion pro- 
gram for the Shenandoah Life for 1923 
is well underway. Agency Manager W. 
F, Macallister, who is now making an 
extended trip, reports a wonderful im- 
provement in business conditions through- 
out the country. In the various terri- 
tories he has visited this year he has 
found that the unemployment problem is 
no longer one that is worrying the com- 
munity. Of course, there is still some 
unemployment among the unskilled work- 
ers, but he has found that there is ready 
employment for skilled workers in every 
line of endeavor. 

The company has been waging an ex- 
tensive organization program in New Jer- 
sey, which entered in 1922. It was at first 
put on the state managership plan, but as 
Agency Manager Macallister is an ad- 
vocate of the small general agency plan, 
with intensive development rather than a 
large field, he has succeeded in selling 
that idea to the officials of the company, 
with the result that at the first of this 
year New Jersey was cut up into small 
general agencies. 

The Shenandoah Life is contemplating 
entering Ohio, Kentucky and Pennsyl- 
vania during this year, but intensive work 
will not be conducted in those states until 
the present territory is thoroughly organ- 
ized. This organization is expected to 
be finished within the next 60 days, when 
work will begin on the states in which 
the company contemplates doing business. 

The business for the Shenandoah Life 
for this year exceeds the 1922 business 
by 73 percent, which is a considerable ad- 
vance over any previous year. This, the 
officials believe, is the result of intensive 
development work. They are so thor- 
oughly sold on the idea that they intend 
continuing this work for the balance of 
the year. Agency Manager Macallister 
reports the following general agency ap- 
pointments: S. C. Halleron, Elizabeth, 
N. J.; Meyer Cohen, Monmouth, N. J.; 
Wiley W. Nunley, Newport News, Va.; 
Ivan N. Fugua, Gloucester, Va.; C. J. 
McLane, Greensboro, N. C.; J. D. He- 
bert, Roanoke, Va. 


Metropolitan Loans $6,500,000 


The Metropolitan Life has authorized 
loans on bonds and mortgages amount- 
ing to $6,500,000. Of this amount, 
$2,000,000 is in housing loans and 
$4,500,000 in farm loans. The housing 
loans provide for 308 dwellings to ac- 
commodate 327 families and eight apart- 
ment houses to accommodate 75 fami- 
lies, a total of 402 families outside of 
New York City. Twenty-nine dwellings 
are included to accommodate 83 families 
in Greater New York. Loans amount- 
ing to more than $500,000 were author- 
ized on six business buildings. The 
housing loans were in Georgia, Florida, 
Alabama, North and South Carolina, 
Tennessee, Virginia, West Virginia, and 
a few in Michigan, Illinois, Iowa, Mis- 
souri, Kansas and Utah. The farm loans 
were in 17 states, principally in the 
south and middle west. 


Missouri State Life Plans 


The Missouri State Life has arranged 
some glorious times for its “Moslic 
Hustlers” for next summer. The piece 
de resistance, of course, is the trip of 
the Quarter Million Club to San Fran- 
cisco. They will meet there July 19-21, 
and the boys are putting on extra steam 
to qualify for the journey. Then the 
$100,000 club men west of the Missis- 
sippi River will gather at Denver, Colo., 
on July 13 and 14 and the $100,060 club 
men east of the Mississippi at Detroit, 
Mich., on July 9 and 10. 


EDUCATIONAL EFFECTS 


—_———— 


MORE BUSINESS IS WRITTEN 





Life Companies That Have Been Giv- 
ing Attention to Training Men Are 
Getting Results 





NEW YORK, Mar. 13.—Life com- 
panies that have been giving consider- 
able attention to educational work now 
feel that they are getting results. The 
question in the minds of some life offi- 
cials was whether so-called educational 
activities were being carried too far by 
certain companies which might have 
destroyed the practical effectiveness of 
solicitors. Some companies have had 
definite programs and have looked upon 
their educational work as an investment. 
They feel that they are now being paid 
extra dividends because during the last 
three months for example, there has 
been notable increase in business. 


Fewer Appointments and Less Men 


These companies have reached the 
conclusion that it does not pay to make 
a large number of appointments and out 
of the wreckage save but a few good 
agents. The new plan is to make fewer 
appointments, do some selecting in the 
first place and then keep training the 
men until they thoroughly understand 
the business and are capable of doing 
their work along the most successful 
lines. 

The head of the agency department 
of one company that has given con- 
siderable attention to advertising said 
the other day that incapable agents were 
not only expensive to handle but did 
not give adequate returns. He declared 
they did a lot of damage for the agents 
that were able to deliver the goods. 


Field Is Spoiled 


The trouble with incompetent agents, 
he said, is that they spoil the field for 
really good agents. They get in the 
way. They scatter their fire, get a lot 
of prospects on their lists, have great 
trouble in closing them and keep them 
out of the way of those who might get 
business from them. This official is 
very much gratified with the progress 
that has been made by companies that 
have pursued a definite policy along 
educational lines and has seen the value 
of training men to be specialists. 





Hoskins Made Assistant Actuary 


James E. Hoskins has been made an 
assistant actuary in the life department 
of the Travelers. ; 
He was graduated from Harvard in 
1916 with the degree of A.B., magna 
cum laude in mathematics. His first 
connection with the Travelers was as @ 
temporary summer clerk in the lite 
actuarial department, while still at 
Harvard. He took up his permanent 
duties in’ the life actuarial department 
August 15, 1916. 
Upon declaration of war he first en- 
tered the Plattsburg camp, was com- 
missioned second lieutenant of field 
artillery, and served with the 302d Field 
Artillery. He later was assigned to fly- 
ing duty as airplane observer, and was 
made instructor in artillery observation 
at the Air Service Flying School, Fort 
Sill, Okla. After discharge from the 
service, was made supervisor of the 
service division of the life actuarial de- 
partment, and later chief clerk of the 
department. 





Will Meet at Excelsior Springs 


The Minnesota Mutual wil! hold 
annual agency convention March 28-3 
at Excelsior Springs, Mo. Sixty-tw° 
agents have now qualified for the tt? 
One of the features of the convention 
will be an address by Orville Thorp. 
Texas manager for the Kansas City 
Life and former president of the Na- 
tional Association of Life Underwriters. 
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ynsider- cent increase in the death rate shown in 
rk now January over December. The Statistical 
s. The Bulletin of the company says, “The 
ife offi- death rate for the industrial policyhold- ° 
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Maximum Earnings 


combined with absolute safety are the outstanding features of 
our Midland Retirement Annuity. A new group of prospects 
are now available for our representatives to serve: 





(a) Rejected applicants. 


(b) Single men or women without dependents. 


(c) 


Business men desiring to balance a heavy 
line of ordinary or term. 


Postponed cases desiring to create a fund 
with which to purchase life policies when 
insurable. 


(d) 


This makes it possible to offer service to practically every 
man or woman from ages 15 to 60 inclusive. 


We issue our regular policies from ages 15 to 60, and a 
unique Child’s Endowment covering ages 2 to 10. 


There are many more attractive features that make it 
desirable to investigate our General Agency opportunities in 
Pennsylvania, Michigan and West Virginia. 





The Midland Mutual Life Insurance Co. 


Home Office, COLUMBUS, OHIO 
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POSITION OPEN 


THE MAN 


An ambitious man of high calibre is wanted 
to establish a general agency in Chicago. Ex- 
perience as a life underwriter, and as an agency 
manager are desirable qualifications, but not 








absolutely essential. 


THE COMPANY 


The company offering this opportunity is a 
firmly established, medium sized, legal reserve 
life company, having at the present time approx- 
imately five million dollars of insurance in force 
in Cook county. 


Address: 


D-52, care The National Underwriter 

















GOOD SPEAKERS LISTED 





NINE TO JOIN WITH BOSTON 





Many New England Associations to Be 
Represented at Sales Congress in 
That City Saturday 





BOSTON, MASS., Mar. 13.—The 
third annual sales congress of the Bos- 
ton Life Underwriters Association will 
be held in Ford Hall, Boston, Saturday, 
Mar. 17. The associations in Portland, 
Me.; Windsor, Vt.; New Bedford, 
Worcester, Springfield, Fall River, 
Mass.; Manchester, N. H.; Providence, 
R. I., and Hartford, Conn., will co- 
operate with the local association. 

There will be morning and afternoon 
sessions with short talks at two lunch- 
eons to be held in nearby hotels. Na- 
tional Association President A. O. Eli- 
ason of St. Paul, J. Elton Bragg, of the 
Life Insurance School of New York 
University, Judge Charles J. Orbison 
of Indianapolis, William A. Hewitt, 
general agent of the Northwestern at 
Portland, Me.; Carl S. Nute, general 
agent of the New England Mutual at 
Manchester, N. H.; Isaac S. Kilbrick 
of Brockton, Robert H. Clark of the 
John Hancock home office general 
agency, Earl G. Manning of the John 
Hancock, Harrv H. Kay of the Boston 
Metropolitan office, Edward I. Brown 
of the Phoenix Boston office and 
George H. Spillane of Lowell will be 
the principal speakers. 


Indianapolis Life Entering Ohio 

The Indianapolis Life is entering 
Ohio, and plans to build up a strong 
agency force in the Buckeye State. The 
company has for some time been oper- 
ating in Illinois to the west of its home 
state and Michigan to the north, but 
until now has not turned its attention to 
Ohio. The Indianapoitis Life has con- 
centrated principally upon production in 
these three states, and has built up a 
splendid business. It is one of the best 
managed middle western lite companies, 
and is in excellent financial condition. 
President Frank P. Manly is regarded 
as one of the sound officials of the cen- 
tral west. He has guided the company 
along safe channels. The company feels 
that the time has come to enter addi- 
tional territory. 


W. L. Randall Promoted 


W. L. Randall, supervisor of agencies 
for the Missouri State Life, home office 
St. Louis, Mo., has been promoted to 
assistant to Vice-President Thomas P. 
Lawrence. He will assume his new du- 
ties immediately. Stavert Hudson, as- 
sistant to Branch Manager Bell of Pitts- 
burgh, Pa., has been made agency 
supervisor to fill the vacancy caused by 
Mr. Randall’s promotion. 

The appointment of an assistant to 
Vice-President Lawrence has long been 
contemplated by the Missouri State Life 
officials to keep pace with the tremen- 
dous increase in the company’s business 
in the past few years. 

Prior to joining the Missouri State 
Life Mr. Randall was an agency man- 
ager for the Fidelity & Deposit of 
Maryland and his work in the produc- 
tion department of that company 
marked him as a man who would be 
heard from in a big way in the insur- 
ance world eventually. Before taking up 
insurance he was a newspaper reporter 
on leading Boston and New York 
dailies. 


Courtright Agency Director 


Grant Courtright has been appointed 
agency director for the Great Southern 
Life with headquarters in the Dallas 
office. He has had 15 years’ experience 
in life insurance work, the last five of 
which have been spent in Texas. He 
will have supervision of the agents who 
report to the Dallas office. 


| WILL TRAIN SALESMEN 


RESERVE LOAN SALES COURSE 





Open to All Who Care to Attend—Will 
Be Under Supervision of A. L. 
Woods 





The Reserve Loan Life has started a 
course of instruction in selling life in- 
surance, open to all persons in Indian- 
apolis and vicinity who may desire to 
take advantage. No charge is made for 
the instruction, nor are there any con- 
ditions attached. 

This course will be under the direct 
supervision of A. L. Woods, supervisor 
of the agency force. Other officers of 
the company will participate in giving 
the lectures. 

Twelve persons enrolled for the 
course before it was started, and it is 
believed that there will be 20 before the 
end of this week. 

The course consists of 10 lessons as 
follows: The business of life insurance; 
analysis of policy contracts; special pol- 
icy contracts; the life insurance com- 
pany as a_ business organization: 
requisites of a successful salesman: 
where and how to find prospects; pre- 
paring for the interview. 


Capitol Life to Build 


The old Charles B. Kountze home at 
East Sixteenth avenue and Grant street, 
Denver, Colo., one of the city’s land- 
marks, was bought last week by the 
Capitol Life of that city, through its 


president, Clarence M. Daly, for the 
erectio nof a home office building. Mr. 
Daly said that the work would start 


within 90 days on tearing down the old 
mansion. 

The new building, which is to cost 
approximately $500,090, will be long 
and low, not more than three stories in 
height, and will be set back on the 24 
lots facing East Sixteenth avenue. The 
company hopes to move into its new 
home by the first of 1924. 


Raise Group Maximum 


Senator Kinney’s bill raising the max- 
imum at which group insurance may be 
taken without medical examination from 
the present maximum of $250 to $400 
has been engrossed by the Missouri 
Senate. It is believed that the bill will 
be passed. 

The bill placing the burden of proof 
on the defendant in cases against life 
and accident insurance companies to 
prove the insured contemplated suicide 
at the time of taking out a policy has 
been passed by the Missouri senate 


Hart With Liberty Life 


Dr. R. S. Hart, formerly agency su- 
pervisor of the A. D. Eliason agency of 
the Minnesota Mutual Life at St. Paul, 
is now vice-president of the Liberty 
Life of Des Moines, and is in charge of 
the agency work. 


Collins Gets New Post 


Arthur M. Collins has been chose 
financial vice-president of the Phoenix 
Mutual Life at the meeting of the board 
of directors Monday. This is a new ol- 
fice in the company, created by reasons 
of increasing need and of availability 0! 
the man for the position. 


Northwestern’s Employees Meet 


ATLANTIC CITY, Mar. 14.— North- 
western Mutual Life men in the eastern 
division of the company held a three-day 
convention here this week. Business 
producers were not in attendance, but 
instead the cashiers and office employes 
An exchange of experiences was give? 
A. L. Anderson, general secretary at the 
home office, presided on the first day. 4A 
L. Baldwin, of Washington, D. C. Ws 
chairman of the sectional convention 
The territory embraced included the 
of those in the 


middle states and all 
New England group. 
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FULL TIME PLAN IS | 
NOW FOUND PRACTICAL. 





How W. G. Fitting- Got Away | 
From the Brokerage Influence | 
in New York 





CHANCE FOR REAL AGENTS | 





Agency Supervisor of Equitable Was 
Given Task of Breaking Away 
From Beaten Paths 





NEW YORK, Mar. 13.—How to es- 
tablish a force of full time life insurance 
salesmen in New York City has always 
been one of the most difficult problems 
for the companies to solve. New York 
kas always been looked upon as “a 
brokerage town,” meaning that most of 
the life insurance agents in the city re- 
ceive a very fair proportion of their 
business from general brokers, who are 
im no sense of the word life insurance 
salesmen, but who pick up a certain 
amount of life business in connection 
with the writing of various other forms 
of coverage. The larger proportion of 





Frank H, Davis, vice-president 
of the Equitable, says of Mr. Fit- 
ting, “He has made gocd because 
he uses his head. I first came 
upon kim when he was a clerk in 
the auditing department some 
seven or eight years ago when I 
was agency supervisor at St. 
Paul, Minn. I had been trying 
to get some figures made up for 
me, and called Fitting into my 
office. He was then going over 
the accounts at St. Paul. I told 
him what I wanted, and he 
brought back two sets of figures, 
and said: ‘This is what you asked. 
for, Mr. Davis, and here is what 
I think you want.’ I liked that, 
because it showed that he was 
using h's head, and was not afraid 
cf a superior officer, When I 
was transferred to Chicago I had 
him in mind, and brought him out 
from the New York office. 
When I got down here I found 
that I could not get along with- 
out him, and as general super- 
viscr of the activities of our man- 
agers in New York he has made 
good every prediction that I ever 
made of him.” 











liie general agents in New York have 
always leaned quite heavily on the sup- 
port of brokers. Agency managers 
have struggled again and again to es- 
tablish full time selling organizations. 
"hey have succeeded in only a few 
outstanding instances. While there are 
many very successful general agents in 
‘ew York producing a decidedly heavy 
volume of business, a close examination 
ol the sources of the applications re- 
te ved invariably reveals the fact that, 
were it not for the writing of brokers 
and general solicitors, the total would 
« by no means so large. New York 
City has been and still is to a large | 
txtent, a “brokerage town.” 
W. G,. Fitting’s Views 





With this situation in mind William | 


G. Fitting, agency supervisor of the 
Equitable Life of New York, was in- 
terviewed for the purpose of finding 
out just how he has been able to recast 
the Equitable’s New York City organi- 
zation of managers so as to reduce the 
total amount of business secured from 
general brokers, and increase the num- 
ber of full time men, operating in New 
York. The Equitable has always made 
a good showing in its home city. Like 
all other companies, it has taken no 
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AGENCY 
OPPORTUNITIES 
NOW OPEN 
IN 


Arizona 
California 
Colorado 
Illinois 
Indiana 
Iowa 
Kansas 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 
Tennessee 
Texas 
Utah 
Washington 
West Virginia 
Wisconsin 





When? Never! 


“When will the Lincoln Life let 


up in its drive for business?” 


“Never” is our reply. 


When ambition wanes decay begins. 
When aggressive push for business slackens 
the sinews of strength become flabby. 
When service ideals are lowered the heart 
of the organization is weakened. 


‘The pride of the Lincoln Life is in its 
high service standards. It will maintain 
them by continuing to write all the good 
business it can get. 


You are assured that the superior serv- 
ice of the Lincoln Life will carry on in 
the quick issuance of policies, attention to 
policyholders, and the prompt payment of 
claims, when you— 








(Canc uPifwrm me LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $235,000,000 in Force 
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AMERICAN LIFE 
REINSURANCE CO. 


OFFICES ‘ 


DALLAS, 411-415 Magnolia Building 
CHICAGO, 29 S. La Salle St. 











Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL BERT H. ZAHNER 
President retary Chicago Manager 
MORTON BIGGER 
Assistant Secretary 


small amount of business from general 
brokers. When Mr. Fitting came to 
the home office of the Equitable with Spells Success Always 
Frank H. Davis, about three years ago, 

he was given the task of rearranging HE big thing in life is to render a 
the plan of operating in New York City real worth while service to humanity 
sO as to concentrate the business in the | lhere are a lot of people in this world 
| hands of full time men, and cut down | who try to make themselves believe 
the volume from brokers. Mr. Fitting | this, who are not achieving real success 
has succeeded beyond the expectations | and wonder why. 


| Service—Sincere Service 


| of company officials, and how he has Ii these people would be honest wit! 

| done it constitutes an interesting ‘little | themselves, they would find their desir: 

| life insurance story. to be of service is simply a plan through 

Sala It Was Brokerage Tews which they hope to make money, o1 

achieve fame, or accomplish whatever 
When asked to discuss his plan of may be their ambition. 


Service is always the impelling forc« 


success, either ind; 


campaign Mr. Fitting said: 

“As soon as | brought myself around | behind permanent 
to the idea that New York City is no | vidual or institutional, but a real desir 
different from any other place, my job |to render service must be the motive. 
became much easier, It was hard for This truthful philosophy applied to 
me to get this viewpoint, though, be- | you and me means that we must be so 
I talked to, 


cause every manager that | thoroughly and completely sold on ow 
| every life insurance man who com- | business and its opportunities for serv- 
| mented upon conditions in New York | ing the needs of humanity, that the de 
| City, whether he represented the Equi- | sire to render service becomes the in- 
table or not, said, ‘This is a brokerage | spirationally driving power instead of a 
town.” I was told that New York was | superficial desire for success or money 


Agency Man- 
York, Des 


Heartman, 


New 


so often that it was | making.—Roy 
believe it. Yet I |ager Equitable of 
could not see why New York had to be | Moines, Ia. 

a brokerage town any more than Chi- ee 


cago, except that the life insurance gen- . , , 
g i . To Provide for Examination 


a brokerage town 
hard for me not to 











The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 


Columbian National Agents are in a position 


to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 











The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York. 





Figures from the 63rd Annual Statement which show the 
soundness and strength of the Company: 





Admitted Assets - - - - - = $42,778,214.11 
Liabilities - - - - - = == + 36,973,311.84 
Surplus and Dividend Fund - - $ 5,804,902.27 


The Surplus to policyholders (excluding Dividend Fund) 
amounts to 8.5% of the Company’s total liabilities. 





For information concerning opportunities in the field force 
of The Guardian, address 


T. LOUIS HANSEN, Vice-Pres., or GEO L. HUNT, Supt. of Agencies 


Home Office: 50 Union Square, New York 





| eral agency here any 


eral agents here had made a habit of 
forming alliances with general brokers | Representative McMackin, chairman 
-and getting a certain fixed amount of |of the insurance committee of the Illinois 
business from them each year. House, has introduced a bill at the re- 
Situation in Chieago | quest of insurance department amend 
_ |ing the rules as to admission of com 
“In Chicago the Equitable has a big | panies. The attorney general recently 
organization, and yet it is not depend- | held that the insurance department had 
ing on brokers. Neither is it depending | only ministerial power and_ therefore 


on brokers in any other city. Why | could not examine a company applying 
should it depend upon brokers here? | for admission until after it had been li- 
As an initial move I brought to New | censed. If it complied with the law in 
York one of our successtul Chicago | filing all the documents demanded, then 
general agents. He did not know any- | a license had to be given. Under the bill 
thing about what he was supposed to | introduced by Representative McMackin 
do here, but simply started to work |the insurance department is given au 
along the same lines that he had fol- | thority to make an examination of the 
lowed in Chicago. He did not spend | company prior to its being licensed if 





any time developing a brokerage clien- | the superintendent so desires. 
tele. He began from the bottom to 
build up an organization of successful 


full time men. He soon put the com- 


Western Life Leader 


pany on the map. He began to show The Western Life of Iowa bulletin fo: 
our other agents and managers what |Mar. 1 shows Sam Baldwin, Jr., as 
the possibilities were. What he did |leader for the month with a total pro 


stood out as an example of what the |duction of $109,500 for February, oi 
others might do if they would get to | which $104,000 was paid-for and issued 
work, and with his record as an inspi- |before Mar. 10. The entire amount, 
ration many of our managers started to | with the exception of one policy, was 
revise their organizations. |written within the borders of two coun- 

Plan for Full Timers ties, and was all business which Mr 
Baldwin personally participated in writ 
jing. Mr. Baldwin is district supervisor 





‘There 
and certainly 


is nothing unusual about this, 


net enough of a story in os 
it to give the material an ‘int rview. lin the western part of Iowa for thé 
( 3 erie e Ww . . . ¢ 
SS Y ; |Western Life with headquarters at 
| Why shouldn’t there be plenty of ful | Ronde. 
time life insurance general agencies in q 


New York City? Where is there a city ny ie eT De a 

with more prospects? Where are there Michigan Insurance Legislation 

so many people with so much money in| The lower house of the Michiga 

such a limited territory? Why should [legislature has passed and referred to 

brokers be the main support of a gen- |the senate the bill clarifying the incon- 
more than in Chi- | clause of life policies and 





testable 


cago, Cleveland, Detroit, San Francisco [permitting the Conductors Protective 

— large cities where there are a | Accociation of Detroit to write life in 
umber of general brokers? It is a'l a | surance and annuities. The association 

matter of habit, a state of mind. That | now writes health and accident only 

New York City is not necessarily a 

brokerage town for life insurance men, Q 

has been amply demonstrated by our Occupies New Building 


Moines 


Id- 


managers here who have changed their The 
plans, have developed full time produc- 
ers, and are now in no sense dependent 
upon the general broker for support. 


Des 


office bu 


Life of 
home 


Western 
|moved into its new 
ling last week. 

The five-story building which forn 
occupied the home office site was alm 
totally destroyed by fire Christmas Eve 


1erly 


Others Have Cleaned House 


“IT would not want to give the im- 


pression that the Equitable alone has | 1921. The company erected a new "Vv¢ 
made this change. A number of other |story steel and _ concrete, fire-proof 
companies have cleaned house simi'arly. | building on the old site and is occupy 
It seems to me to be a very significant jing the fifth and part of the fourth 
thing when the old traditions can be |floors at the present time. 
broken down, and the system of writ- | 
ing life insurance very largely altered —e ree 
in a city as large as New York. More | other companies, it seems to me tha 
and more life insurance agency men are | the idea of concentrating the poor. 
being convinced that the side liner and | tion into the hands of a limited nun "of 
occasional producer may be brushed | of good men as against a vast army © 
aside in favor of a few high grade, well | incompetent men is growing stroms on 
informed salesmen. When the tast |every day. I believe that im 2 rs 
stronghold of the brokerage idea (New |short years the predominance or 
York City) can be so successfully in- | broker in the life insurance production 
has been, not | of New Y ork will be a thing of the pas 


vaded as New York Citv 








| only by the 


Equitable but by various | entirely.” 
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ce FULL TIME MEN BEST 
[ways — | 
onder a IS OPPOSED TO PART-TIMERS | 
manity 
; world 
believ« J. A. Maddox of Missouri State Life at 
oaeaee Columbus O., Discusses Per- 
st with ennial Problem e e e 
r desire oA D 
hrough ; ; ma 1V1 en ayin 
ney, or COLUMBUS, O., Mar. 13.—"'I do not 
hatever feel very kindly toward part time 
agency work,” said J. A. Maddox of the ‘ e 
g forces Missouri State Life, to the correspond- Investment in 
‘indi ent of THE NATIONAL UNDERWRITER. “A | 
| desire man, to do a good job in any line of 
motive. business, should give his entire time and e 
lied to all of his effort to that business. 99 
t be so think prospects are more inclined to _— umanl 
on ou want to give their business to a man _ 
r serv- who depends upon it entirely for a liv- ba 
the de ing and who knows his business thor- tT 
the in- oughly. The matter of selling insur- | a 
id of a ance is very important to the man who th 
mone\ buys it and should be gone into thor- | reo 
y Man- oughly. Usually the man who sells in- . 
;, Des surance on a part time basis does not 
do it whole-heartedly or efficiently be- 
cause his livelihood does not depend 
upon it entirely and he is inclined to 
a handle it in a make-shift manner, which 
airman does not do credit to the insurance ™y on ° e 
Ilinois J business; Group Insurance has been called “a dividend 
the re- I believe that life insurance solicit- 
amend ing should be confined to the men who | : - ae s P ee a . r 
| paying investment in humanity” because it 


f com are giving all their time to the work 


ecently because the man who does give his ° . 
nt had time to it must have a thorough knowl- | recognizes the value of the human element in 
erefore edge of it and must be efficient. He is | ? 

»plying in a position to render first-class serv- | d , 

een hi- ice to his client and to help him in many | In ustry . 

law in ways. It is a business in itself the | 

d, then same as any other business and any | 











he bill salesmanship should be business sales- | ic : . Ce anc 7 ich. 
bes nanahip, and i'a mans futore depend It is the most economical means of establish 
en au- upon the s Ss VV ye nc ™ 
oft in most cases be wel done and in ome | ing that relationship between employer and 
ised if sidering this matter the client, the sales- | ° 

egiches meet be conaierede | employee which paves the way to a greater 

‘ t e b i i i . . 
waned te to potind in ee teas ate interest in the work on the part of the em- 
ir = ay ae in the — communities?” : h ° ° . ai | : bili —_ d h f 
een “ci shout gg ployees, their increased ability, and therefore 
rv, ot some differe hag said. “ : > . 
issued emailer community hasn't the geld. that a greater and more efficient production. 
nount, would ty — - giving his —_ 
. was we fe 5 e selling oO insurance, an . 
= sig real exaie “oF sor ‘the in . To the Agent, Group Insurance offers a vast 
writ in keeping with insurance in order that 
rvisor fF he may be kept busy.” field of enterprise and completes the cycle of 
r the e * a 
rs at jeinGetinaen | insurance service. The sale of certain Group 
. sovet's qeatiianign Inne’ for "Tennseese contracts will enhance your reputation as a 
higan IS Set for this week, As stated last week, . . P . . 
the bill for a limited qualification law | wideawake Life Insurance man and will in- 


vod al —* the legislature, takes in | : . 
all classes of insurance except life, in- an . ” . . 

van cluding industrial He: health’ and ‘scck crease your sale of regular Life business. 

Se in — and Pong aay agents, ayer 

ied industrial fire who do not write ordin- . - a . P . 

_ ary fire insurance policies. Under the Missouri State Life Plan, no firm is too small 
_ However, there was introduced also a . , . : f 
hill that is sponsored by Commissioner to obtain the advantages ot Life Insurance protection or 
Caldwell, which gives that official auth- : ‘ ; . > 

vor rity to require answers to a “question- its employees. Investigate our Plan. 

uild- naire’ in the issuance of licenses to 
agents. It takes in all classes and the 

nerly cominissioner expects this questionnaire 


t ) hy e . = . . . . J a 
‘most © be of value in eliminating such agents 


Bre Bp ececes ” Tt at rere a tg MISSOURI STATE LIFE 


proot 


cupy- Big Group Policy 
ourtn One of the largest group contracts INSURANCE COMPANY 


‘ver written in the west has been closed 

















with the Missouri, Kansas & 2X ‘ 

chat Railway Company, by i = M. E. Singleton, President Home Office: ST. LOUIS 
deat 7 covering every shop worker of 
mber ann ncn zat (or if, accident and 

- of < age So, when 1 CO a rs 
~ Bene Pension plan becomes wr hae ene Life Accident Health Group 
few . Before the contract can be consum- 
+ the mo ng ‘9 percent of the employes must 

ction a aoecation for the insurance. 

past : «9 Nas been set as the final limit 

















‘or filing applications. The company 
Pay a small part of the cost. 
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Disability and Substandard Risks 


CoMPANIES that are using the disability 
clause on substandard risks are feeling 
their way rather carefully because there 
is no reliable experience to guide them. 
In many instances 
taken up on its merits unless it is a so- 
called border line case or falls in a class 
where it can be handled in a group. It 
can be said in passing that there are some 
standard types or risks on which com- 
panies will not allow the disability clause. 


each case has to be 


The companies using the clause on sub- 
standard risks are playing safe in charg- 
ing ample rates. 

There are no statistics which will reflect 
the experience of the various 
even on standard risks in connection with 
income disability benefits where the in- 
come is not deductible from the face. The 
life companies have been liberalizing their 
disability clauses within recent years so 
that sufficient experience not been 
gained. One prominent actuary who has 


companies 


has 


studied very carefully the available sta- 
tistics and has gone into the question 
rather exhaustively says that if a company 
is liberal in the allowance of claims its 
experience is quite likely to go in excess 
of Hunter’s Tables after the period of 
medical selection has passed. 

There is one favorable feature about the 
disability proposition and that is that the 
intensity of selection is greater as regards 
disability than as regards mortality. The 
rate of disability, the first year after ex- 
amination is probably not over one-tenth 
the ultimate and the period of selection is 
much longer. 

As a matter of fact, the companies are 
Those that 
are studying the question conscientiously 
are attempting to underwrite the risks as 

It will take some 
statistics that can 
underwriting this 


doing considerable pioneering. 


accurately as possible. 
years before there are 
be relied for 


class of business. 


upon 


Value of a Human Life 


THe value of a human life is some- 
times brought graphically before one. The 
other day a Brooklyn jury decided that a 
fireman who had been killed by a motor 
truck was worth $55,000. This furnishes 
a criterion that life agents may follow in 
recommending life insurance. The Chi- 
cago “Journal of Commerce” comments 
on this verdict editorially. It is worth 


reprinting. The Chicago “Journal of 
Commerce” said: 

What a dead man was worth to his 
family, and would continue to be worth, 
if alive, is a knotty problem for a jury 
to solve. A Brooklyn jury decided that 
a fireman, killed by a motor truck, was 


worth $55,000 to his wife and four chil- 
dren That figures in a sound invest- 


ment $220 a month for his five survivors. 
The appellate court reduced the amount 
to $35,000, or a safe income of $145 a 
month, 

Originally the constitution of New 
York state fixed $5,000 as the highest 
damage that could be collected from the 
slayer of a man, but fixed no limitation 
on damages for crippling him. That 
made it cheaper to kill than to cripple 
until the constitution was changed, 

Presumably in the case mentioned, the 
reviewing court regarded the sure in- 
come of $145 a month in perpetuity as 
the full worth of the man to his family 
—not being allowed to consider compen- 
sation for loss of a husband’s and 
father’s affection—which probably is a 
generous allowance and of more value 
than the dead man’s average income, 
considering the natural hazards of life 
and employment. 


Fertile Field Is Seen 


Atrrep L, AIKEN, director of the 
New York Lire and president of the 
NATIONAL SHAWMuUT BANK of Boston, 
declares that there big field for 
writing business life insurance among 
the smaller and moderate sized business 
houses and partnerships in order to pro- 
tect the business against disaster which 
is very likely to accompany the death of 
any of the principals. 
Sometimes we think of 
corporation insurance in 
with the large concerns only. There is 
undoubtedly a big field among the 
more modest institutions and partner- 
ships. The death of a partner in a 
small concern brings a greater shock 
proportionately than would follow the 


is a 


business or 
connection 


death of a principal in a big concern. 
Undoubtedly the death a leader in a 
smaller business means a terrific jolt. 
Possibly the business cannot withstand 
this shock. If, however, there is a fund 
on hand to take care of the business dur- 
ing the interim, to uphold the credit and 
to enable the partner left behind to pur- 
chase the business, the shock will be 
absorbed. 

The New Yorxk Lire has recently got- 


ten out a pamphlet entitled, “Have You. 


a Weak Link in Your Business?” As 
the company well says, every business 
not protected by life insurance has a 


weak link in it. 








THE capacity to enjoy simple things 


characterizes all great souls. 


W. J. Williams, president and founder 
of the Western & South Life of Cin- 
cinnati, celebrated his —th birthday on 
Thursday of last week. Mr. Williams 
says he cannot remember whether he was 
born in ’56 or ‘65, having gotten the dates 
mixed of late years, but he is only 67 at 
the outside, young enough to be the 
founder of a company the size of the 
Western & Southern. There are few who 
know that Mr. Williams started his busi- 
ness career in fire insurance when as a 
youngster he was connected with the old 
Cincinnati agency of George Taylor, long 
since merged with one of the other agen- 
cies. His first connection was with the 
Knights Templar and Masonic Mutual Aid 
Association, one of the few assessment 
associations still in successful existence. 


Walter St. John of Des Moines, gen- 
eral agent of the Equitable of Iowa, 
will celebrate his 20th anniversary with 
the Equitable on March 23. Mr. St. 
John began his business career with the 
Chamberlain Medicine Company of Des 
Moines at the age of 19. After five years 
of successful selling the firm sent him 
to Australia and New Zealand, where 
he spent two years as its representative. 
Impressed with the unlimited possibili- 
ties of the life insurance business and 
wishing to make Des Moines his home, 
he returned to that city and signed a 
contract with the Equitable as district 
agent. During his first year he wrote 
$63,000 of business. At that time the 
company had only $23,000,000 in force. 
His first training was 
W. J. Daugherty, now general 
Seattle, who was at the home 
that time. Mr. St. John is a 
of leading social and business 
Des Moines. He is a director of eight 
local institutions and active in civic 
enterprises. He has been for years one 
of the leading producers of the com- 
pany. In 1921 he led the entire field 
in personal production and in 1922 he 
led the field in premiums paid, ranking 
second in volume of business. He was 
also second in business written on old 
policyholders. 


agent at 
office at 
member 
clubs in 


William J. Morrison, of Quincy, IIl., 
who is state manager of the Liberty 
National Life of Missouri, was married 
recently to Miss Alma Swope of 
Quincy. Mr. Morrison was formerly 
superintendent of agents of the Far- 
mers’ National Life of Chicago. He 
was recently elected secretary-treasurer 
of the Quincy Life Underwriters. 
years old, 


George D. Burdett, 72 
Federal Re- 


assistant secretary of the 
serve Life of Kansas City, Kan., was 
crushed to death last Thursday morn- 
ing in an elevator accident. The acci- 
dent occurred in the new Federal Reserve 
Life building. The Federal Reserve 
recently moved its general offices into 
the new building. Mr. Burdett had 
been working with other officials on 
details of moving from the old offices. 
He had been associated with the com- 
pany for two and a half years, going 
from Louisville, where he had been 
agency manager for the Guardian Life. 


Howard S. Dudley, who has been a 


\director of the Pacific Mutual Life for 


a number of years, has been elected 
seventh vice-president in charge of the 
accounting department. Mr. Dudley has 
been connected with some of the largest 
financial and development interests in 
California and is in close touch with the 
details of the Pacific Mutual’s business 
through his work as a member of the 
special ex c<amining committee appointed 
annually by the directors to verify the 
annual statement. 


E. A. Holbrook has been made first 
vice-president of the American Old Line 
of Lincoln, Neb. Mr. Holbrook has 
been agency manager and will continue 
to supervise the agency work in connec- 
tion with his new duties. He has been 





with the company for seven years. Mr. 


received from | 








E. A. HOLBROOK 


Holbrook not only has a wide insur- 
ance acquaintance but as an insurance 
man believes in civic affairs and has 
always taken considerable interest in 
community activities at Lincoln. 

| Joseph F. Sheppard, for the past 25 
years associated with Frederick A. Sav 
age, Baltimore general agent New Eng- 
land Mutual Life, died suddenly last 
week while at the home office attending 
its life insurance school. Mr. Shep- 
pard was 57 years of age and his death 
| was due to apoplexy. Funeral services 
| were held from his home in Baltimore, 
; Saturday. Mr. Sheppard was one of the 
| leading producers in the Baltimore 
jagency and was held in high esteem by 
the insurance fraternity. 


| 
lj 
| 


E. S. Albritton of the Weems-Albrit- 
ton Texas agency of the Minnesota 
Mutual Life leads the entire field in net 
issued personal business for the conven- 
tion year ending Feb. 28, 1923, sub- 
mitting over $1,000,000 during the year. 
Mr. Albritton was formerly vice-presi- 
dent in charge of agencies of the Min- 
nesota Mutual. By leading the field Mr 
Albritton wins the honor of being presi- 
dent of the company’s annual _conven- 





tion, which is to be held at Excelsior 
Springs, March 28-30. To Sam R 
Weems, also of the Weems-Albritton 
agency, goes the honor of being the 
convention vice-president, Mr. Weems 
having submitted net issued persona 


business of better than $600,000 for the 


convention year. The Weems-Albritton 
agency also occupied second place 
among the company’s leading agencies 
for the convention year. 


The A. O. Eliason Minnesota state 
agency of the Minnesota Mutual took 
first place among the 12 leading agen- 
cies of the company in net issued busi- 
ness for the convention year ending 
Feb. 28, 1923, submitting approxi ately 
$6,500,000 during the year. As president 
of the National Association Mr. Elia- 
son has been on a speaking tour for the 
association for the past several weeks. 


William H. Hunt o 


President f the 


Cleveland Life and Mrs. Hunt are 0” 
an extended trip through the Medi 
terranean. They will not return 
Cleveland until some time in Jun 


Vice-president Silas H. Cornwell 0! 
the Phoenix Mutual Life observed the 
55th anniversary of his entry into its 
employ last week. On arrival at his 
office he found a large and be: vutiful 


ses n 

bouquet of 55 Commonwealth rose the 

. ) +] 

his desk. These were a gift from .~ 

ned i 
officers and older associates of I 


was congr: atulated 
h the 


red 


the home office. He 
by officers and friends all throug 
day. In the evening he was entertait 
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by a number of his older associates at a 
dinner. Mr. Cornwell became a clerk 
for the company March 7, 1878. He was 
soon made a bookkeeper and in 1903 
assistant secretary and 1904 secretary. 
He was elected a director Jan. 11, 1914. 

Frank §. Lamberton of Boise, Ida., 
agent for the Idaho State Life, began 
devoting his entire efforts to life insur- 
ance Jan. 1, of this year. In January he 
submitted 14 applications for $57,810; 
during February he wrote 13 cases for 
$71,195, leading the entire agency force 
of his company for the month and put- 
ting him ahead for the year. The ag- 
gregate premium for Mr. Lamberton’s 
two months’ work was $3,391.28. His 
solicitation all occurred in Idaho within 
100 miles of the home office and was 
all in the country. 

R. L. Offutt, general agent of the 
Inter-Southern Life at Hopkinsville, 
Ky., died recently from a sudden attack 
of heart trouble. He was found dead in 
bed in a hotel at Bowling Green, Ky. 
Mr. Offutt had been with the Inter- 
Southern for over 16 years, and had 
always been one of its leading personal 
producers as well as general agent. He 
was beloved by everyone connected 
with the company and his record with 
the Inter-Southern was most com- 
mendable. 


A drive to raise $850,000 to complete 


the payment on the new magnificent Y. 
M. C. A. Building of Columbus, Ohio, 
was staged between March 6-12 in- 
clusive. Many prominent life insurance 
men of Columbus assisted in the drive. 
E. P. Tice of the firm of Tice & Jeffers, 
general managers for the Midland Mu- 
tual Life was one of the ten team cap- 
tains. Mr. Tice’s team was called 
“Tice’s Tigers” and they raised the 
largest volume of money by securing 
scubscriptions for $121,654. The total 
subscribed was $950,000. 


Miss Richie Ethelyn Lane, cashier 
and representative of the Massachusetts 
Mutual Life at Charleston, W. Va., was 
elected first secretary of the Quota Club 
recently organized in that city. The 
Quota Club, international, is composed 
of business women and is similar to the 
Rotary and Lions Clubs for men, in that 
ony one representative of any business 
may be accepted. Miss Lane is the 
daughter of Col. Wiiiiam R. Lane of 
Lexington, Ky., general agent for the 
National Life for 30 years. Miss Lane 
was associated with her father in his 
office in Lexington for several years and 
in 1919, when her father retired from 
the business, she went to Charleston to 
connect with the Massachusetts Mutual. 


Henry C. Brown, who was identified 
With life insurance interests in Phila- 
delphia for more than half a century, 
died March 7 at his home in that city, 
at the age of 76 years. When the North 
American Life Assurance Co. was ab- 
sorbed by the Penn Mutual in January, 
1876, Mr. Brown became assistant sec- 
retary of the Penn Mutual. Six years 
later he became secretary and, on July 
6, 1886, secretary and treasurer. He re- 
tired Sept. 1, 1903, after a long record 
of faithful service, but soon afterward 
Teentered the life insurance business 
— his son, Dr. Henry M. Brown, both 

t whom were appointed general agents 
oi the State Mutual of Worcester. 


Clifford Depuy and his 


associates, 


who , control the “Underwriters’ Re- 
view = Des Moines, the “Mid-Conti- 
nent Bankers” of St. Louis, and the 


hvorthwestern Banker” of Des Moines, 

have purchased the “Insurance Maga- 

ui of Kansas City and the “Trans- 
ssissippi Banker” of that city. 


wk 
‘wo years’ employment in an under- 


taking est abl hment 
: s gave Lester 
Kohler the vision 


: which made him a 
0 at life underwriter. Coming into 
se Contact with widows and orphans, 


he had ample opportunity 


to observe 





misery and poverty which might have 
been avoided by a little foresight on the 
part of the deceased. He determined to 
do what he could to relieve this situa- 
tion, and naturally entered the life in- 
surance business. How well he suc- 
ceeded is shown by the fact that he was 
the biggest producer for the Philadel- 
phia agency of the Mutual Life of New 
York last year. He has been with the 





agency about 13 years, and has en, | 
on the monthly honor roll so otten that 
ie has probably lost count of it. He 
headed the latest honor roll (February, 
1923) for volume of paid-for business 
and ran second to W. H. Croghan for 
greatest number of lives insured. He 
was 30 years old on Washington’s birth- 
day and.is vice-president of the agency’s 
field club. 








LIFE AGENCY CHANGES | 








MINNESOTA MUTUAL CHANGES 





A Number of Interesting Appoint- 
ments in Field Made Recently 
by St. Paul Company 


On a recent agency trip, O. J. Lacey, 
second vice-president of the Minnesota 


Mutual, appointed a number of im- 
portant agencies. Among them are 
Sloan & Coppel at Salina, Kan., and 


W. J. Harrell at Pratt, Kan., who takes 
over the general agency for southwest- 
ern Kansas. Mr. Harrell is secretary of 
the Rotary Club at Pratt and was 
formerly connected with the New York 
Life. The Charles E. Knight Agency 





Company at Denver has taken over the 
entire state of Colorado for the Minne- 
sota Mutual. Mr. Knight has had over 
20 years of insurance experience, several 
vears of which he spent as vice-presi- 
dent in charge of agencies for the Capi- 
tal Life of Denver and the last three 
years as general agent for the New Eng- 
land Mutual in the same city. Associated 
with him is Arthur Maroney, well known 
in banking and financial circles, and W. 
V. Pitthan, an experienced life insur- 
ance man, who will be supervisor of the 
Denver agency. 

A. J. Strang, in partnership with his 
wife, has taken over Northwestern Ohio 
for the Minnesota Mutual with head- 
quarters at Toledo. Mr. Strang is an 
experienced insurance man, having spent 


13 


some 10 years in a supervisory capacity 
with a mid-western company. More re- 
cently he has been connected with the 
Equitable of New York in a sales capac- 


ity. Mrs. Strang is an experienced 
saleswoman. 
H. J. Cummings, assistant agency 


manager of the Minnesota Mutual, made 
the following new appointments in Janu- 
ary and February: Geo, B. Hessenauer 
at Rockford, Don M. D. McGraw at 
Detroit, Raymond Dowdell at Colum- 
bus, L. B. Chambers at Huntington and 
R. C. Wiggins at Wheeling. 


J. E. O’Donnell and J. W. Wedge 


The West Coast Life has officially 
rénewed activities in Arizona with the 
appointment of J. E. O'Donnell as dis- 
trict manager for the southern part of 


the state with headquarters in Tucson 
and James W. Wedge as district man- 
ager for central Arizona, with offices 


in Phoenix. Mr. O'Donnell is an experi- 
enced life man with a record for per- 
sonal production while Mr. Wedge, al- 
though new to the business enjoys a 
wide acquaintance with the farmers and 
ranchers in the Salt River Valley coun- 
l try. 





J. O. Jennings and Cc. D. Minor 
The 
West 


Equitable of Iowa has entered 
Virginia, establishing Joseph O. 








“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip” 








Million of Repentance”. 


tragedy of life and endeavor. 


norance on our own part. 


and that’s the tragedy. 


“twixt cup and lip” 


could befall you? 


HESE words were written over three 

hundred years ago by Robert Greene, a 

contemporary of Shakespeare. 
lived a dissolute life and wrote on his death- 
bed “‘A Groatsworth of Wit Bought with a 
The words first 
quoted above have stuck in men’s minds and 
we have a short modern version— 


“There’s many a slip 
Twixt cup and lip.” 


Aimost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 


Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. 
times they are the result of carelessness or ig- 
But they happen, 
and we lose what we had set our hearts on, 
Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 

Would it not be the welfare of your family? 


What would be the greatest calamity that 
Would it not be— 


Greene 


That would be 
fail “‘twixt the 


Some- 





In that case, 
something fell 


out all about it. 


FAILURE IN DUTY TO YOUR 


If, in order to make sure of doing that 
| duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, 
were in transit—that would bea tragedy indeed! 


something terribly suggestive in that title— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance’’. 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
“twixt the cup and the lip”, 
“in” and not “out”. 


Send for a New York Life Agent and find 


FAMILY? 


and then die while the papers 
one of the many things that 
cup and the lip.” There is 


Greene was writing a 


This is a new 








New York Life Insurance Company, 346 Broadway,N.Y. 
DARWIN P. KINGSLEY, President 
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We are now offering our 
*‘Complete Protection Policy’’ 


— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE IF YOU LIVE 


*e 28 @ 


=— a 
KANSAS, MISSOURI 
and ARKANSAS 








Complete Protection 








GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract and ighted 
Policies can be secured ee 


LOUIS A. BOLI, Jr. 


Agency Director 














WICHITA KANSAS 














We Have No Magic Wand 


with which to touch and then destroy all the stones 
on the Road of Achievement. 


But we do have a system of Home Office Service and 
agency co-operation that makes it easier fof the intel- 
ligent, earnest Life Producer to realize the most from 
his abilities. It is a flexible system, applied on a 
friendly, human, basis, that has succeeded in making 
Provident agents unusually happy in their connection. 


Back of them, of course, is the tremendous asset of 
the good name of the Provident. 


At the present time we have a number of 


GROUND FLOOR OPPORTUNITIES FOR 
LIFE AGENTS 


In the South and East on a splendid, direct contract basis 








Prospering in 


Established 
1887 Twenty States 











AND ACCIDENT 








LIFE, HEALTH 


The 
PROVIDENT 
LIFE 2@ACCIDENT INSURANCE CO. 
of CHATTANOOGA 


ESTABLISHED 1887 











Jennings as general agent at Charleston 
and Charles S: Minor as general agent 
at Morgantown. Mr. Jennings is a nat- 
ive of West Virginia, having entered 
the insurance business with the Pruden- 
tial in 1910. In 1911 he was appointed 
assistant superintendent at Washington, 
Pa. In 1917 he was made superintend- 
ent and transferred to Charleston where 
he has been located for six years. Mr. 
Minor was formerly general agent for 
the Bankers’ Reserve Life. He is a 
graduate of West Virginia University. 
In 1917 he enlisted in the naval aviation 
corps, where he served during the war. 
In 1921 he became an agent of the 
Mutual Fire Insurance Company. In 
the same year he entered the life busi- 
ness with the Jefferson Standard. 





E. S. DesPortes 


G. Stanley Clarke, general agent at 
Richmond, Va., for the Minnesota Mu- 
tual Life, announces that E. S. Des- 
Portes, formerly with the Penn Mutual, 
has been become associated with him, 
the style of the general agency being 
now Clarke & DesPortes. Mr. Des- 
Portes was for several years cashier 


of the Richmond office of the Penn Mu- | 


tual. Later he was district agent at 
Lynchburg for the company for two 
years. For the last year or more he 
has been with the Penn Mutual in Rich- 
mond. Mr. Clarke connected with the 
Minnesota Mutual last July as general 
agent. He was also with the Penn Mu- 
tual in Richmond for several years 
previously, 


L. B. Chambers 


L. B. Chambers has been appointed 
general agent at Huntington, W. Va., 
for the Minnesota Mutual in charge of 
the southern half of the state. Mr. 
Chambers has been connected with the 
National Life of Vermont. He has lived 
in Huntington most of his life. 


J. L. Peak 


The Great Southern Life has con- 
solidated the agencies operating in Kan- 
sas and Missouri under what will be 
known as the Kansas-Missouri depart- 
ment with headquarters at Wichita. J. 
L. Peak has been appointed agency 
supervisor in charge of this department. 
Mr. Peak has had several years’ field 
experience but has devoted his time to 
agency and organization work for five 
or six years. He was formerly manager 





of the branch office at Little Rock, 
Ark. 
G. W. F. Moore 
G. W. F. Moore, for the past two 


years resident manager of the Security 
Mutual Life in Sioux Falls, S. D., has 
been appointed superintendent of agents 
in the Sioux City office of the Mutual 








Life of New York. 





Wilson G. Harvey 


The State Mutual Life of Worcester, 
Mass., has announced that ex-Governor | 
Wilson G. Harvey of South Carolina | 
has entered into partnership with Louis | 
Sherfesee, general agent for that com- | 
pany in South Carolina, located at 
Greenville. The new arrangement dates | 
from Mar. 1 and the firm name is to be 





|} manager of the La 


‘ Oscar Smith, district manager for 


March 15, 1923 








Sherfesee & Harvey, general agents for 
South Carolina. Ex-Governor Harvey’s 
standing and most excellent administra- 
tion are quite well known. He unques- 
tionably was one of the best governors 
that South Carolina ever had. Ex 
Governor Harvey has announced that 
he is out of politics permanently and 
expects to become actively engaged in 
the life insurance business. 





F. M. Nettleship 


Frederic M. Nettleship, for the past 
five years general superintendent of th: 
Pennsylvania Mutual Life, has accepted 
the appointment of manager of the ordi- 
nary department of the Eureka Life of 
Baltimore. He will largely concentrate 
his efforts on the organization of special 
ordinary agents as well as work to the 
highest education of the industrial de- 
partment offices, on ordinary production 
His entire business career has been on 
the combined lines, with fine success on 
strictly ordinary agencies, also on pro- 
duction of ordinary, through offices writ- 
ing both industrial and ordinary. 





Standard Life Appointments 


F. M. Dunwoodie has been named a 
general agent for the Standard Life at 
Hannibal, Mo. For several years he 
was a general agent for the Equitable 
of New York at Des Moines, lIa., and 
more recently with the Guardian Liie 
at Fort Madison, Ia. 

George W. Hoover has assumed his 
duties as field supervisor for the Stand- 
ard Life. He formerly was with the 
United Life & Accident of Concord, N. 
H., at Springfield, Mo. He will make 
St. Louis his headquarters. 

David H. Goodsell has been named a 
special agent for the Standard Life at 
Rockford, Ill, and E. S. Roseberry, 
general agent at Des Moines, Ia. 

The Garlisch Agency Company has 
been appointed general agent for St 
Joseph, Mo., and vicinity. 





Spencer S. Dodd 


Spencer S. Dodd has been appointed 
general agent of the Berkshire Life at 
Boston, Mass. He succeeds Samuel D. 
Wyman, who died recently as a result 
of injuries received in ap automobile 
accident while at college. Mr. Wyman 
was a son of William D. Wyman, presi- 
dent of the Berkshire. 

Mr. Dodd has been associated with 
Mr. Wyman for several years and is 
familiar with the details of the manage- 
ment of the agency. He has proven 
himself worthy of the fullest confidence 
of the company. 


M. G. Fox 


Milford G. Fox, formerly connected 
with the La Crosse, Wis., office of the 
Central Life of Iowa, has been appointed 
general agent for that company at Fond 
du Lac, Wis. Martin Stenerson remains 

Crosse general 
agency. 


O. L. Smith, Jr. 


Announcement has been made 
L. Smith, Jr., of Lincoln, Neb., has 
the agency force of the Connecticut Mu 
tual Life in Topeka, He is the son of 


this 


that O 





| California. Some privilege! 


agents. 





| DISTRICT MANAGER WANTED 


| for San Diego, California, a growing city of nearly one hundred thou- 
sand, climate the most pleasant and equable in United States. 
| opportunity for an experienced high grade life insurance man (no 
other need apply) who wishes to live and work in Sunny Southern 
I assure you. i 
Agency Supervisor who has proven his ability to secure and train 


F. E. McMULLEN, Manager 
Massachusetts Mutual Life Insurance Company 
1005 Trust & Savings Building 
Los Angeles, California 


A rea! 


Am also looking for an 
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company. Mr. Smith is a graduate of 
the University of Nebraska and served 
in the navy during the war. 


John Bromert 


John Bromert has been named man- 
ager of the Ind-anapolis, Ind., branch 
ot the Missouri State Life. 


Life Agency Notes 

W. F. Kelley has been appointed gen- 
eral agent of the Great Republic Life 
at Hanford, Cal., and will have charge of 
Kings county. 

Bert Rodgers, formerly state agent in 
Nebraska for the International Life, has 
just taken charge of the Lincoln agency 
for the Lincoln Liberty Life. 

Floyd East of the Arnot Agency of 
Oklahoma City has joined the Liberty 
Life of Lincoln, Neb., as a special agent, 
and will make his headquarters at Lin- 
coln, 

John T. Davidson, former special agent 
of the Lincoln National Life, has been 
appointed district manager of the 
United Life & Accident at Columbus, O. 
He will have an office in the Atlas build- 
ing. 

R, 
appointed 


K. Griffeth of Montana has been 
to take the place of H. G. 
Trochlell, Salt Lake agency cashier of 
the Equitable, who becomes assistant 
manager of the new tri-state agency, 
which will have headquarters in Salt 
Lake. 

Walter B. Linney, who was located at 
Reno several years ago and well known 
as one of the leading personal producers 
in Nevada, has recently returned to life 
insurance work as a member of the Great 
Republic agency organization in Orange 
county, Cal. 

Ennolis A. Stephens, who recently re- 
signed from the firm of Stephens & Va- 
den, general agents at Richmond, Va., 
for the Guardian Life, has connected 
with the Atlantic Life in that city as a 
special representative. Herbert W. Va- 
den, the other member of the firm, will 
continue as general agent for the Guard- 
lan, 





Guarantee Fund to Build 


lhe Guarantee Fund Life of Omaha 
announces that ground will be broken 
about June 1 for its new home office 
building at the southwest corner of 
Twenty-sixth and Farnam streets. The 
plans contemplate a five-story Bedford 
stone faced building of steel and con- 
crete fireproof construction. It will 
occupy the entire lot 130 feet on Far- 
nam and 75 feet deep. The company 
will occupy the entire building except 
ground floor store on Farnam. It is 
planned to have the new home ready by 
June, 1924, when the present lease on 
quarters in the Brandeis Theater Build- 
ing expires. 


Pan-American Drive On 


The Pan-American Life is making a 
drive to pass the $100,000,000 mark of 
msurance in force on March 31 through 
the means of the “Pan-American Grand 
Fleet.” This will be the third time the 
Grand Fleet contest has been put on. 
In the contest, each state is represented 
by a ship in the fleet and the rank of 
each producer in the company is deter- 
mined by his production standing dur- 
ing the month of March. Each week 
during the contest a panorama of the 
Grand Fleet will be sent to each pro- 
ducer showing the position of both bat- 
tle ships and crews as affected by the 
week's actual production. If the Pan- 
American passes the $100,000,000 mark 
this month it will have reached that 
mark in the 11th year of its business 
which it claims is a record not equalled 
by any other company. 


———— 





LEGISLATION WATCHED 
FIGHT ON RETALIATORY BILL 
Measure Backed by Missouri Superin- 


tendent not Expected to Pass 
Despite Efforts for It 





JEFFERSON CITY, MO., Mar. 13. 
—It is not believed that Superintendent 
Hyde’s retaliatory bill is likely to pass 
finally, even though the senate en- 
grossed the bill several days ago by a 
vote of 17 to 14 with three members 
absent. Previous to the senate action 
the house insurance committee had re- 
ported the bill unfavorably, but should 
the senate vote for it there is a chance 
that the senate bill might be turned over 
to a new committee on reaching the 
house. 

Every member of the legislature last 
week found in his mail box a carefully 
prepared argument in favor of the bill 
drawn up in brief form by Mr. Hyde, 
as superintendent of insurance, and for- 
mer Superintendents Charles G. Revelle, 
Walter K. Chorn and A. L, Harty. 

It is pointed out that 25 states have 
retaliatory laws, while the superintend- 
ent of insurance of New York has al- 
most absolute discretionary authority in 
issuing and revoking licenses. The re- 
taliatory laws of New Jersey, Pennsyl- 
vania, Massachusetts and Connecticut 
were especially attacked as unfair to 
Missouri companies. 

Comparisons Made 


“This unfair situation and the unjust 
discrimination against Missouri insur- 
ance companies and the companies of 
some other states has resulted in con- 
centrating most of the insurance busi- 
ness of the United States under the 
control of the companies of a few east- 
ern states,” the brief contipued. 

The premiums collected and payments 
to policyholders in Missouri by New 
York, Pennsylvania, New Jersey and 
Connecticut companies and by Missouri 
companies in those states were com- 
pared, showing that Missouri suffered 
in the exchange of business. 

ts tone throughout was intended to 
appeal to state pride, and to hold up 
the eastern companies in the position 
of dominating the insurance world and 
dictating its policies to the detriment of 
Missouri organizations, which the bill 
was supposed to protect. 

The developments in connection with 
the bill caused a delegation of insurance 
men from St. Louis headed by H. M. 
Nelson, president of the Life Underwrit- 
ers Association of St. Louis, and George 
L. Dyer, chairman of the assouciation’s 
icgislative committee, to make a flying 
trip to Jefferson City Friday 





Life Insurance in Kentucky 


Statistics prepared by Commissioner 
J. F. Ramey of Kentucky show that 
there are now 81 life insurance compan- 
ies doing business in that state. The 
number of policies in force in Kentucky 
at the beginning of the present year to- 
taled 258,892, valued at $491,421,218, as 
compared with 245,004 policies valued 
at $436,226,946 on Jan. 1, 1922. The in- 
crease was 13,888 policies totaling $51,- 


194,272. 








es 





( Yhio. 





i tuture. 





OPPORTUNITY IN OHIO 


,One of the leading Canadian Life Insurance Companies 
desires active representation in Western and Southern 
. Applicants must have high standing in their com- 
munity and be able to produce results. To the right parties 
we can offer a liberal arrangement covering present and 


Address D-47, Care The National Underwriter. 








CONSERVATION OF BUSINESS 


e We are calasteting, ques 508 Gusite up a ge policies for a ’ 

us standardizing and conserving the iness, increasing the income, preventing la and keepi 

the policyholders satisfied, ! — — 
Our ref ight years of satisfactory service, and we respectfully solicit your patronage. 
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of Life C 





and at practically no expense to the Companies. 





cover 


10 So. LaSalle St. 


THE OTIS HANN COMPANY, Inc. 


v 


Chicago, Illinois 




















May Mean Thousands To You 


EADING of two Columbus 


Mutual Life Booklets may 


mean thousands of dollars to you. One is a Booklet of 
Bouquets, the other the “Miracle” story. The first is the 
candid expression of hundreds of Life Insurance men,—Agents, 
General Agents, Managers, and Executives—concerning the in- 


evitably large success of the Columbus Mutual System. 


The 


other is a reprint from a laudatory article in a well-known maga- 
zine for salesmen, detailing the fascinating history of the Brandon 


insurance plan. 


“Miracle” of 


Life Insurance. 


The Columbus Mutual is declared to be the 


Write your name and address on the margin of this adver- 
tisement and send to The Columbus Mutual at Columbus, Ohio. 


The booklets will be forwarded to you. 


If you think of a ehange, 


here’s your opportunity to get all the distinctive advantages 


The Columbus Mutual offers. 


no closed territory. No strings on renewals. 


No General Agents or Managers, 


The Columbus Mutual made fine gains in 1922 and will 
exceed them in 1923. It has passed 40 older companies in total 
volume and many others. in yearly gains. 
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STEPHEN M. BABBIT, President 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets ..........+++$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 






















Just a Reinsurance Company— 


That’s all. 
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HERE are a good many ways of 
"T finding out about a fellow, while all 

the time the other fellow is finding 
out things about you. Counting up the 
weeks and the months, I find to my sur- 
prise that a few more weeks will round 
out full two years, off and on, that I 
have known Maj. C. R. Morgan, general 
agent for the Shenandoah Life for West 
Virginia, with headquarters at Charles- 
ton. 

I went to Charleston two years ago 
the first of next July to remain “two or 
three weeks.” Barring occasional visits 
to the home office at Roanoke, trips to 
New York, Baltimore, Philadelphia, 
Washington, Richmond, Cincinnati, Chi- 
cago and Gull Lake, Minn., stopping en 
route at Minneapolis, | have spent prac- 
tically the rest of the time in Charles- 
ton, enjoying wonderfully my associa- 
tion with Major Morgan. 

Charleston Agency Is Leader 


Leaving out what little business I may 
have written personally while in Charles- 
ton or elsewhere, permit me to say that 
the general agency of the Shenandoah 
Life for West Virginia is the leader, 


4 . . - . am | 
winning in 1922 the “President’s Cup” 


for the highest amount of paid for busi- 
ness, and bidding fair to remain a leader 
of leaders of all the agencies of the 
company. 

The agency was formed two years 
ago in March, under the firm name oi 
Darst & Morgan, John Sherman Darst, 
the senior member of the firm, retiring 
last year. The active work, however, 
of carrying on the agency has always 
been in the hands of Major Morgan, and 
his success as a general agency manager 
has been little less than phenomenal. 
He has met the perplexing problems of 
establishing a new general agency with 
a young company, with a tact and good 
business judgment, and is slowly but 
surely building a field force, and time 
will bring very large results. The paid 
for production of the past two years 
has demonstrated conclusively that the 
agency is upon a high grade paying 
kasis. 

Maj. Morgan’s Personality 

Something of Major Morgan’s person- 
ality will be of interest. He is a native 
West Virginian, descendant of Morgan 
Morgan, the first white settler of the 
state. He received his education at the 
University of West Virginia in law and 
engineering, following a_ preliminary 
course of training on a Wetzel county 
hill farm, where in his early days he 
learned the art of driving mules in rail- 
road construction, later teaching school 


Business Insurance for $1,500,000 


3usiness insurance of $1,500,000 was 
placed last week on the lives of Mal- 
colm H., Ezra S. and Charles F. Eaton, 
brothers and owners of Thompson’s 
Spa. a well known Boston restaurant, 
by Earl G. Manning and Ralph McKay, 
through the home office agency of the 
John Hancock Mutual Life. The poli- 
cies are for $500,000 each on the three 
brothers.. The insurance was in a meas- 
ure taken to protect the $1,000,000 bond 
issue recently floated by S. W. Strauss 
& Co., New York bankers, covering the 
erection of a new building for the 
Thompson Spa interests on City Hall 
avenue in Boston. It is planned that 
the insurance cover the entire bond 
issue, providing a fund with which to 
retire a portion or all of it, should the 
members on whom the insurance was 
taken die prematurely. 


Hearing on Reinsurance 


Commissioner Wells of: Minnesota 
has set April 10 as the date for hearing 
the petition of the Midland Insurance 
Company to reinsure the business of the 
Twin City Life. The Twin City is 


A FIGHTING MAJOR IN LIFE INSURANCE 
Successful General Agency Career of Maj. C. R. Morgan, 
at Charleston, W. Va. 


By GAYLORD DAVIDSON — —,__——— = 





,; aS attorney 





MAJ. C, R. MORGAN 
Charleston, W. Va. 


interspersed with selling life insurance. 
He practiced law in his early manhood 
for several years, afterwards entering 
the West Virginia state auditor’s office 
for the insurance depart- 
ment. es 
Major Morgan has had an active mili- 
tary career. He has been a member ot 
the West Virginia National Guard since 
1905, and commanded famous Company 
“M” from Terra Alta, during the great 
coal strike of 1912. He was a member 
of the military commission, which tried 
various persons for disorders committed 
in the Cabin Creek coal fields, and later, 
before another commission, defended the 
well-known labor leader, “Mother’ 
Jones, and 49 others for alleged crimes 
committed during the Cabin Creek 
strike. a 
Major Morgan was distributing offcet 
in the West Virginia national guard at 
the outbreak of the war, but resigned 
this position and accepted another com- 
mission in order to get a chance for 
foreign service. The armistice caught 
him at Governor’s Island, however, an 
he returned to state service, where he 1s 
now a maior in both the officers’ reserve 
corps and the national guard. a 
Major Morgan is the type of citizen- 
skip that stands for the higher ideals in 
community life. He is identified with 
practically all of the civic and religious 
tmnmovements for the betterment 0! 
Charleston and West Virginia. 


ordered by the commissioner to notily 
all policyholders of the proposed rein 
surance. The Midland agrees to take 
over sufficient assets of the Twin City 
Life to provide adequate reserves !0F 
the risks so insured and to pay there- 
for at the first of each year after the 
reinsurance contract has gone into 
effect, for four successive years, a sum 
of money equal to one-half of the net 
savings which accrue to the Midland 
and from the reinsurance. 





GENERAL AGENT 


Eight years experience, resident of Detroit for 
ten years and at present with a leading Old 
Line Life Company, desires to make a change 
for the purpose of bettering himself. Exclusive terr! 


tory in Detroit and vicinity preferred. Address 
D-53, care The National Underwriter. 














. Ss * 
A man of 20 years’ experience in ' = 
and accident business is open for —_ 
agency or field supervisor. Wrote -_ 


Is an adept in the | 
] has taken 

Has hae 
grade 


$400,000 life in 1923. 
and science of life insurance anc 
twu courses in salesmanship. _ 
much experience in developing high 
agents. Address D-49 , 

Care The National Underwriter. 
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| SELLING THE FARMER ROYAL UNION MUTUAL LIFE 
Metheds Used by W. Ray Moss of Louisville and O. B. Anderson I C 
of Albert Lea | nsurance Company 
- aa bh ro Rae | DES MOINES, IOWA 
WO exceptionally good papers on| the farmer has borrowed and where he Incorporated 1886 
getting country business were de-| borrowed it. This forms the basis for 
livered at the midwest convention of | a sale. He said one point to remember FRANK D. JACKSON, President SIDNEY A. FOSTER, Seéretary and Vice President 
the Massachusetts Mutual held March | is the farmer is very proud of his estate. 
2-3. in Chicago. These addresses were | He likes to buy land and has a tendency 
delivered by W. Ray Moss of Louis-| to become land poor. Therefore, any 
ville, Ky., and O. B. Anderson of Albert comparison with the purchase of land 
Lea, Minn., who is with the Minneapolis | is one that appeals to him. 
agency. Mr. Moss gave a very compre- ; ss . 
hensive address, taking up each of the | ae New England Mutual Life Insurance Co. 
divisions of the sale and discussing it; No farmer under present conditions 
with relation to the farmer. would want to sell out today. He knows 87 Milk St., Boston 
On the subject of the approach, he | that his farm has depreciated below its 
said, “You can make your pre-approach | real value and his business sense tells 
with the farmer when he comes to town. | him that he should hang on to it for a December 31st, 1922 
The best time to get naxt to him is when | time. The agent can suggest to him 
he comes in on county court days. Greet | that if he should die, his wife would Assets ...... $127,966,787.69 
him with a handshake and get ac-| have to sell. Thus, by not taking life | 
quainted with him, Make yourself his | insurance, he would be forcing her to | Liabilities 121 028 068.67 
friend. Make sure that you do not | take a business step which he would not ar: * ° ’ 
merely nod to him but give him a warm | take himself, putting her to a very greai 
vee = Be mag | diendcnaainen Surplus. ... 6,938,719.02 
Approach | Mr. Moss addresses the farmer some- 
The country solicitor has a big advan- | thing as follows: “If you buy $5,000 
take over the city solicitor. The only | worth of land you will have to pay 6 | nae , P 
barrier between the farmer and the | P¢ = id dic » on it to aid it. Hf | The Dividend of $4,400,000, set aside to be paid in 1923, 
aan : . Thie dictance cz »| you 1ould die your wile would not own | e P 
agent is distance. This distance can be | ve : ~~ e 3 + Paceline frgeliaas wad is carried as a liability and is not included 
easily overcome any time by merely | on and, but would have to sell it, | | - : 
iii driving to the farm. As far as getting | ably at a depreciated price. Life insur- in the Company’s Surplus 
anhood attention is concerned, you have the | ance is a $5,000 estate that you can buy 
ntering farmer's attention the minute you drive | for 2 percent a year and in case of your | 
5 office in the gate. In opening up with the death, she does not lose the $5,000 but | 
depart- farmer make sure that you let him do! sets it immediately from the life insur- | 
most of the talking, and that the talking | ance company. 
ye mili- Starts off about a aes Pi — the Importance of Management Our Agents Have 
aber of larmer is imterested. Never make a | p ; oon Ne . . 
d since direct statement about life insurance to } ae —— de macy , his con A Wider Field— 
eapany get his interest. The farmer is inter- hn —y = os ‘ion stg hovel ‘ae —_ 
: : : : : ;| agement ¢ e fi ee F ° 
e great ested in life insurance, and instead of | ¢ “ gg ag) An Increased rtuni 
Boe going at him directly, say, “John, let me | Knows the farm business, knows that, | An Cc Oppo tu ty 
a ‘ed show you something.” like any other business, management 1s | 
h oer pitas : | the important factor. He shows the Because we have 
— May Stay to Dinner farmer that his wife’s income now de- | Age Limits from 2 to 60. 
( ef, : : : . TT :. ve im. . 

Mr. Moss said that he had two meth- | pends on two things: The farmer's | ee. 2 : , 
ded the ods of solicitation, one for the farmer | estate or property and the farmer | Policies for substantial amounts (up to $3,000) for Children on variety of 
lother who already has some insurance and | himself, that is, the result of his man- | Life and Endowment plans, thus enabling parents to buy all of the Fam- 
Creek the other for the farmer who has never | agement. After his death, her income Janie ae, on the Ordinary, i.e. Annual, Semi-annual or quarterly 

’ purchased any insurance. In going after | would be from two sources again: One, | Cea pam. oe re, 
oftew the latter class, it isn’t a matter of a/| her estate, and second, life insurance. | Participating and Non-Participating Policies. 
tard at tegen solicitation. No — — Wants Insurance Same Rates for Males and Females. 
signed plans on getting away in a hurry. ¢ : _ Double Indemnity and Total and Permanent Disability features for Males 
ay may stay an hour, he may stay for din-| | He said, that when it comes right and Females ste. d 
Be for ner and he may stay all day. The aver- down to it, creating a desire for life Seen dead Sub , , : 
ce ht age farmer thinks of life insurance as insurance to the farmer does not mean | tandard and Substandard Risk Contracts, i. e¢. less work for nothing. 
caug : , ae - |a whole | The average farmer sees 
nothing but a lot of complex figures. | 2 Whole lot. 1e average farmer see “c 
a - In explaining the life ae een al very quickly the need and value of in- | THE OLD COLONY LIFE INSURANCE 
e he is P ; i was S Ce i rants i The thing to do ” 
faa farmer, Mr. Moss uses a pencil and | Surance and wants it. ne thing to do | 
anal paper freely and illustrates the different | is to make him act. A business man in | COMPANY of CHICAGO, ILL. 
-itizen- reserve systems, convincing the farmer | the city is accustomed to making de- 
™ ‘Is in that the method used by his company | cisions many times a day and if the 
with is the best. He then shows the mean- | facts about life insurance are put up to 
ee. - ing of reserves, mortality and expenses | him, he can make his decision one way 
a as related to the type of company he | or the other at once. This is not true of e e 
n represents : | the farmer. The agent has to do all the A P t l B fi t 
Will Conf , deciding for him. rac Ica ene 1 
T onde in Agent | Mr. Moss always Saves a concrete ¢ex- «. 
fu © the man who already has pur-| ample for the close, which helps him 
notily os : we y has Pp I C € se, 1 I 
por chased insurance, this explanation is not | put the farmer over the line. He takes Oo an ommunti 
se necessary. To him he makes clear that | the example of some neighbor’s death 
City the only part of his estate which has not | which resulted in the public sale of his ; a — 
: for depreciated during the past few years | property at a great loss to his depend- Medical Life’s Sub-standard policy is far more than merely an agency 
‘t eo is his life insurance. He then explains | ents. It is sometimes necessary to put money-maker. _ This policy performs a service—and confers a benefit 
hey - or cane and the installment op- | a lot of pressure on the farmer to close —that the applicant would otherwise lose. 
er tons which are not included in the] and get his signature. A good deal ros . . e . 
into solicitation of the man who is bavien ols Bm is ooked than with a busi- Write _—— Life about this policy; an pr a greater profit and 
a sum fs first insurance. , ness man. It is thoroughly justified and you render your community a very Practica service. al 
he net Mr, Moss says that the farmer will| while it might occasionally anger the Ask, too, about our method of cooperation, our Standard policies, our 
idland sate in the agent if he does not ask | farmer, it gets nine applications to one Child’s Endowment policy, and why Medical Life representatives pro- 
we too or pd direct questions. He can} case where the farmer is antagonized. gress so rapidly. 
‘ad around to the subject of loans and However, there is no use of antagon- ; , , . 
he will . : . . 7 gene “ , Medical Life representatives are completely equipped to conduct a 
— soon be tol y , > fz art. : 
d how much money |! izing the farmer from the start. “Don’t profitable agency business on a very large scale. 
it for - 
Se Excellent General A Now 0 " 
e 
og xcellent General Agency Now Open m | 
ddress 
Territory: STATE OF ILLINOIS 
Insurance in Force $3,500,000 
iba i awteibeendedsiek hs ehale ,500, 
life Yearly Premiums as ae etic ,000 
— Collection Fee..... .......... SOLO ee Ae 2,500 
over , P . ae INSURANCE COMPANY OF AMERICA 
¢ art Contract exclusive, with very liberal first-year and renewal commissions. 
taken agenc . WATE RL ie) @) IOWA 
hed gency expenses borne by the Company. Only capable men with clean s £ eeo : © tom 
vrade Aaa need apply. Applications will be treated in strict confidence. , HS a. a SGA 
ess D-37, Care The National Underwriter. 
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Agents Wanted 


For local territory in I]linois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for general agents in IIlinois. 





Liberty National Life 
INSURANCE CoO. 


CAPE GIRARDEAU MISSOURI 


An old line legal reserve company 


go out with a racehorse suit and a ci- 
garette in your mouth,” said Mr. Moss. 


Anderson Sells Income Insurance 


In his address, O. B. Anderson eim- 
phasized again the necessity of talking 
with the prospect about his work and 
not talking to him. Mr. Anderson bases 
his whole talk on insuring the farmer’s 
income. The farmer buys all kinds of 
insurance to protect his property, but 
sometimes neglects to insure himself, 
who is the center of his family and the 
basis of all income. He takes a paper 
and pencil and writes down the word 
“Work.” He starts in talking about 
the man’s work and why he works. The 
reason for his work is to produce an in- 
come. He then goes on to say that the 
only things that can interrupt the man’s 
income are first, total and permanent 
disability; second, old age, and third, 
death. Other interruptions are of a 
temporary nature. These three are very 
important, however, and the farmer can- 
not afford to overlook them. He must 
insure himself against these and life in- 
surance protects him against all three 
Life insurance, in addition, provides 

















Good Pay to Good Men 


Managers Wanted in Missouri 


q We will consider entering Arkansas and Nebraska 
if we can secure services of capable men. 


@ We have a very attractive line of policies at excep- 
tionally low rates. 


The Bank Savings Life 


Topeka, Kansas 











THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus”’ 





For Information Address the 
Home Office at Cincinnati 














cash when it is needed and protects the 
farmer’s credit. The cash can be had 
at any time from the surrender value | 
and loan value of the policy if needed. | 


Compares With Fire Insurance 


Mr. Anderson takes advantage of the 
farmer’s tendency to buy hail, fire and 
other kinds of property insurance. He 
says, “If I could sell you a fire insur- 
ance policy which 25 years later would 
return all the money paid in, wouldn’t 
you buy it?” 

Most of the time the farmer will say, 
“Why, such a thing is impossible. 
would not consider it. It would be un- 
reasonable.” Mr. Anderson then goes 
on to show that a life insurance policy 
will do just that. It will give protec- 
tion over a period of years and return 
to him all that he had paid in later on 
it he lives. 

Mr. Anderson believes that the work 
is only half done when he has the money 
and the physical examination is over. 
The other half of the work is done on 
delivery. He delivers the policy in per- 
son, preferably in the presence of the 
farmer’s family. He brings out exactly 
the uses and needs of the policy again, 
explains its coverage, and when he 
leaves the farmer is sold on life insur- 
ance, 


Reads Farm Papers 


In commenting on Mr. Anderson’s 
speech, Henry K. Hill, who was chair- 
man of the Friday morning session, and 
who is general agent at Louisville, said 
that in former years when he was solic- 
iting farmers, he found that the sug- 
gestions made by the other speakers 
about talking to the farmer about his 
business was very important. He said 
that he made it a point to read all he 
could about farming. He studied the 
farm journals and was up-to-date on 
the farmer’s problems so that he could 
talk to him intelligently. This enabled 
him to obtain the farmer’s confidence 
in a way which would not otherwise be 
possible. 





Western National Expanding 

The Western National Life of Wy- 
oming is planning a more intensive cul- 
tivation of the southwestern states. a 
branch executive office having been set 
up at Denver to facilitate the render- 
ing of prompt service to policyholders 
and agents in the states south and east 
of that point. The business of the com- 
pany in Wyoming and the states north 
and west of Wyoming will continue to 
be cleared and issued through the home 
office in Cheyenne as heretofore. 





Gives Up H. & A. 


The Register Life of Davenport has 
amended its articles of incorporation 
indicating that in the future it will con- 
fine its business to life insurance, giv- 
ing up its accident and health depart- 
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MAY ENTER NEW FIELD 


BUYING FIRST REINSURANCE 


Hartford Company About to Change 
Hands—Believed It Will Make Life 
Its Specialty 


HARTFORD, CONN., Mar. 14-—Thli« 
First Reinsurance of Hartford is about 
to change hands and go into the control 
of New York insurance interests. Th 
stockholders have received letter irom 
the. brokerage firm of Goodwin, Beach 
& Co., asking for a 60-day option to 
buy their shares at $300. A week a 
the stock was offered at $210. Phe 
identity of the New York financial in- 
terests which are endeavoring to estab- 
lish control has not yet been disclosed 
It is believed the First Reinsurance may 
specialize in life reinsurance when the 
change is brought about. 
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HOME LIFE INSURANCE CoO. 
New York 


WM. A. MARSHALL, President 





The 63rd Annual Report shows: 
Prem jums Tecet Ted aos the year aese.8 7,369,835 
Payments to olders 

beneficiaries in Death Claims, Endow- 





ments, Dividends, Etc........+.--+++- 5,400,768 
Amount added to the Insurance Reserve 702 
Net Interest Income’ from ‘investment... 2,110,988 

($722,352 im excess of the amount 

required to maintain the_ reserve) 

Actual mortality experience 52.87% 

the amount ex . 

Insurance in Force.. eeeee 232,163,052 
Admitted Assets .....cceeccecececerece 46,253,715 


FOR AGENCY APPLY TO 
WwW. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern 
Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 





HOYT W. GALE 

General Manager for Northern Ohio 

229-233 Leader-News Building 
€LEVELAND, OHIO 

















Only high-type men and women can obtain 
contract to represent this company. 

oO territory in Ohio and Minnesota. 
inoveating General Agent’s contract di- 
rect with Company backed by real co- 





operation. 
Currron MaLoney Jacxson Matoney 
President Vice-President 


A. Moserey Horxins, Manager of Agencies 








Home Office Building 
1! N. BROAD ST., PHILADELPHIA, PA. 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 











ment. | 
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7 
—_ LIFE INSURANCE BY STATES N N . al Lif Com 
RANCE orthwestern National Life Insurance Company 
i December 31, 1922, in various commonwealths MINNEAPOLIS, MINNESOTA 
Change Business issued in 1922 and amount in force Decem " a ES 
‘ 
ce Life 
: ~ sd aaeteew Beutua’ Frizos1 2.996624 Mutual, with unexcelled dividend factors. 
‘idelity Mu a eee 212,08 2,996,624 | 
r-Se 2 27 364,108 : 
I V-RGINIA i | Preaeatl . Ord 3318776 15,345,591 Mortality, 1922, 42% 
is about fl Pec ae == | Predeatial ..... sot g.1ss'sso 13,592,002 Interest earned upon mean invested assets 6.15% 
see ee aati Prudential ..... n , 13,533,002 meneame 
; control Issued In Force | New York Life. . ee 710,668 66,490,611 Assets of $109 to each $100 of liabilities. 
ts. The Ree EAE 6 oen00s Gr 521,950 517, 350 Lincoln Accic ent .. 206,0 o oui 3 
f if 5 3anker *s., Neb.. 1,116,788 2,641,491 S s 
jer from ff Aetna Life .....Ord 519,881 | Mutual Life, "Ne ¥.. 6128145 35,962,633 Business in force, Dec. 31, 1917, $54,193,000 
1, Beach § Oontinental, Il. ..... 270,500 7 | Amer. Old Line, Neb. 124,000 292,000 Business in force, Dec. 31, 1922, $152,530,000 
ption to B Nat. Life & Ac...Ord 40,000 | Federal Life, Ill.... | 584,32 ett ts 
eck ago J Not. Life & Ac...Ind | 185,142 paldions Lite, Bo... 11g909 3106073 ilable for Missouri 
0. The § New Eng. Mut...... 1,421,530 FR a a Ss Excellent direct general agency contracts availa le fo 
x 7 acific Mutual ..... Massachusetts Mut.. é ¢ q aula 
ncial in- ff prudential ......Gr § | Business Men's As.. €86.500 986,500 Kansas, Southern Ohio and Virginia 
*stab- rudentis er | Grea ep eeee 163 408,224 
iscl a prudential anes ind 2": 7 | Mid-Continent, Okla. 8,080, 277 19,335,434 
os egevsena Pan Amer. Life... (The following are corrected figures | | 
nce may Northwestern Nat. .. > | for the 7 companies listed, which were | ————_—_____ee 
hen the G. Washington Life. | incorrectly published previously.) 
dy: ead 23 National Life, Ia... 513,500 T M Is Wi d W 
gankers Life ....... "343.000 361,5 National | : : 
Columbus Mutua ett b19,421 Great “Southern Life 3,130,592 16,082,043 0 the an W ho an ILL 
and he ‘onnecticut Gen..... 804,412 ~,61 9,4-1 | od 4 hy oo IM. 15,000 109.600 
Seen fi- Equits uble Life, ia... 357.8 898 1, ‘ Goosgentel io. i = 2.124.588 f We are oupeeel te lie unusual copetuntin Se a 
nds + A epeteeoe to's "968.377 | Travelers ......Ord 2,663,313 anhing 
Meme LASS ccccscces 1,110,921 8,2 | donee a . Gr 2'992'825 3 money. creating competence 
—— effer. Stand. Life:: 2}075,303 9,1 Travelers ....... ote eat ett the FUTURE 
life ‘& ong Bae Ind 4,306,196 ,o75 tele a See sli ‘Or aaa + t+ at 2 250 For cts and T t . A 
E CO. Life & Cas, Tenn. Ord Loaeaee 516, Metropolitan ....ind 4,868,718 11,468,861 mesa erritory “ne . 
a, wee senteevee : 4 4 H M _ — 
Minn. Mut. ......... 3 | — es 4 ; HA VE 
a. Eee Wesveces of 84 B . Te 
in GK -asiea ad wie 5,175,505 ‘ 156 TA eaumon " 
Penn. Mut. Life.... 2,369,788 19,695,35 SOUTH DAKO xas 
Pim. BARD .ccccscce 396,849 1,8¢ 6,5 16 | —— 
aaenaae Phoenix Mut. Life.. 676.465 5.633.337 | =| = 
Reliance Life .-..... yotyty 5111800 | Capitol Life, Colo.. 14,000 802,750 | I 
5,400,760 Reserve Loan Life.. °339,219 2,111,800 | Capitol, Life, Colo.. aas'asi 835.298 | || ; e 
South. Life & Tr.Ord 210,000 1,273,725 bo ong” aang 317.122 3.509.159 | N | I p y 
2.206.383 South. Life & Tr..Ind | 116,457 $3,027 Foon AP eben O° von ete American ationa gre ompan 
. State Life, Ind. ..... f K wSl,2e8 < fe Mich... 343.896 2.0 
Gvardian Life, MY. 1 148-413 | Bankers Res, Neb.. 247,330 1,983,570 OF GALVESTO a eappipranie 
Gvuardi: Life, N. Y. D 29 20,0 ’ . ife 7 y ,907 05 ° oe Be ’ 
Continent. Life, Va.. 654,000 tate} dome atta Wash.. "60/000 45.141 | — ee Prediont Secretary 
2,163, 052 Business Men's Assur 64,500 17, ras ag 347.215 052.26 
6, 253,715 Clover. L. & Cas..Ord 496,845 2,678,949 | Phoenix pl ss" 3 308601 15/833.5 
Clover. L. & Cas..Ind J Het m osn'ase ot be “ oe 000 244 23 FINANCIAL STATEMENT. DECEMBER 31st. 1922 
Ce, Beis weess eae 2,258,635 836,982 _— ewe ite. 59'500 4163.: a 
| nt ntal, me cose Oe Ht a osnes eer Site Lite _ 142,000 225,0 | ASSETS —_ LIABILITIES 
: pranklin Life ..... 714,107 5,028,032 a oe 040 2,236,903 | is med...... -++++$ 917,417.61 Net Reserve (American Expe 
oe Grange Lo, Mich Ord 3,280,118 13,577,528 | Prudential ......--. oa 11] Egy Fhe eee 5,352,594..38 tience 3 and 3% per cent). ..$11,202,951.35 
on gh Ma petdmaged é 33 ae ae | Collatera! BOGS cccccvcnerecnce 25,000.00 Special and Contingent Re- 
—s Indianapolis Lite... it Loans Made to Policyholders SONUOR  dncduccncnssscevencecons 173,682.00 
edianapolia Life. a NEBRASKA | (on this Company’s Policies) 1,458,245.93 Reserves for Death Losses in 
ay gee tess | \ | Bond ee hoses 4,214,390.01 Process of Adjustment....... 134,739.47 
.. Am reat ee 6% 74 ai) Cash. ee MR cccendsasinnwcean 1,718,881.46 Reserve for Taxes, etc........ yar 
: mer., © sesece as 212.070 3,1 1 4,487 <4 t cn ese 7'348.15 . ; , oc pore R 
. ons ife i 35,100 K Mut. ..cceoce 212,07 ! ‘ Certificates of Deposit . 1 tiene tia 
- Pac. Meteat t ite: a 840. 245 6,037,631 Steg Fe - seceeeres 382,244 etrK th | Interest Due and Accrued... 516,604.78 Capital Stock... .$1,000,000.00 
, Pr dential an a ‘ -Ord12 2.866,663 62,314,691 | Mut. Benefit ........ eae ett 1 1 ateoa8 | Deferred and Uncollected Pre- —_— : SGNEER ccccceccce 1,555,824.05 
Prudential .......Gr | 264,000 544,100 | Amer. Central, Ind.. 70,455 391.500 MUUIMS see eeeseeeeeersnesereces 284,967. Surplus Security to Policy- < 24.05 
Prudential ......Ind20,26( ),269 81,425,464] Kansas Life .. wees 96,500 1 +2748 | Unearned Premiums-on Fire In- . MEEEEND  casducouecdssnstensesess 2,555,824.0! 
— = lg 7 _—e py + +4 att + + age ay ee yak _ 181851 637 230 surance Policies ..........++.. 713.62 
= Reliance, Pa. ....... 1,844,000 7,595,027 | Manhattan ife a ~-- 1 § cn ae — ——— “ 
Standard 1 Life, Ti: : "31,000 $33,050 | Equitable Life, N. Y. 5,288,041 26,106,674 | J) 0 REFEREES ee $14,296,623.93 Sa $14,296,623.93 
: ; 218,000 1,711,839 
Wis. Nat +9 Org 46385 aie t | or os meee: 2 1:731. Gains Made During Year Ending December 3lst, 1922 
SO. ics essa Ind 118 712 | Farmers, Colo. 28 131, 
! Union Mutual ..... estas 6727 Increase in Insurance in Force................+s0s+0+: mane 
~ New England Mut.. 39°553  37'968.806 | || Increase in Admitted Assets... ............0+sseeeeeees —_— 
octnwarsers — “7 7830.1 140 SR Uk PE ccnccsadenbacsonantinasesosnenns a 5 
~LAITIOMA Bankers Res., Neb.. 7 ’ 
LATIC || | Equity Life, Neb. ys LIFE INSURANCE IN FORCE, $18 rf , 7 
706 3,096,682 | orth Amer, Neb... Paid Policyholders or Their Beneficiaries Since Organization, $12,549, 
Relis — ‘ oo > $02°700 61 ti 2 Commenteeasa, = 2,014,304 Ordinary Life, Industrial Life and ag rcrere 8 ag nrg 
Cenonal Life, Vt... y 5 | Equitable, Ta. vesess 1,219,718 to Meet the Requirements of Every Insurable ore 
Centre ae ee 2, 2 » | , FA. seers 38'788 . . 
Minne nota Mutua’ 3, B | : soos’ . es ae 2 ieo's10 Operates in Twenty States and the Republic of Cu 
Standard, Ili, ..... 2, aaa” ae ee i 
btain ae “ay itional, Mo.. en aes Minn. 110,000 a a a -_ = 
orth American, Ill. y ; : . 424,560 
Standard, "Ge. sesee Amer. a a - 7 - 
7 Unjun. State, Tenn. . + 30a | MideWest Life, Neb’ SAFE AS A GOVERNMENT BOND 
t di- nion Central ..... / 2 sag 
il co- Kansas City Life.. ; g | Kansas City “a 
Coverleat L. & Cas. +y pony ‘Erakees, 1 Ill.. 
Wmmonwealth, Neb. 962.$ ae il = 
erchants, Ia, ..... 537.8 Ste f . LL ee eee . 
— ¢ aioe: Lincoln Acci. & Life 
- Goan aut 6.430.077 | Reps eats te csc cs LIFE, HEALTH, ACCIDENT <“° MONTHLY INCOME INSURANCE. 
onn. J ON whie cus 430, ; ) ehepabie 
gencies Fidelity Mut., Pa § . é Elkhorn 
— 7 i 78 476 715 » ional, Mo. FOR FACTS 
Columbi Neb. .... 276,476 1,848,713 | Internat CT 
Northweste rn, Neb!” 1.221000 5'742'000 | Libe rty States, ‘Mo. =] LATEST POLICIES AND AGENCY CONTRA 
\, PA. Franklin Life ...... 573,500 2,847,508 + ee Prmeony ; ings OHIO, IND., KY., MICH. and W. VA. Write 
: vat. L. & Ac., Tenn. 88,000 7. > ee sient _ Openings Columbus 
| Northwestern’ Nat.. 6.379.438 8,843,071 (CONTINUED ON NEXT PAGE) 
— Aetna Life ......... 2,183,987 263,331 
—" Vetropolitan ecevecs 2,891,797 ryt — 
ich, Mut. Life.... '392°709 19,95( 
Re-Ins. Co. Am. | Ia. 1,911,128 51,597 Add A O 
Centrai Life, Ia.... 846,788 3,526,262 ed gency Upportunities 
Minn, Mut. Life..... 1,383,073 3, 01.102 
, utual Life, N. Y.. 2,897,561 .758,885 re ; ’ 
Reliance Life ..... 2491500 435,892 = ‘at = 
. Pidetna! Rife, ve €04,535 3.398.908 Advantageous agency contracts are open to men of established ability and integri . 
idelity Reserve ||| 299,000 : 5 . 
Omaha Life ....... 2,393,098 379,392 . ° 2 of 10 and 60 a 
Ohio. SS 409/800 | '899:300 Standard policy forms are now issued to male risks between the ag 
enn Mut. Life... .: 1,275,546 8,710,051 
‘ Travernate Ind..... 875.701 6,361,201 to female risks between the ages of 15 and 60. 
= ate 2,136,941 tT ett : . : : ” duri hin sinlaaiale _— 
merican National. 274,000 1,178,47 ° . . . 
f North Carolina Mut. 314°800 "388/500 The entering of extensive additional territory is contempla ng 
aad National Fidelity .. 922793 1,728,208 
Sex urity Mut., wert 46,500 165,500 
Musou, States -sGr Sgacran "YaaRso C INSURANCE CO 
Missouri State....Gr 1,304:700 1,258,400 
Be” ae 640,600 1,770,666 
Bankers tite, dei" 365,727 6.634.231 MISSOURI 
or Bankers Life, Neb.” mtitte 1,471,902 ST. LOUIS, J. DE WITT MILLS, 
hentral States, Mo.: 3,361,259 8.406.445 EDMUND P. MELSON, President Secretary 
California State ... 1,014;841 2,351,062 
Acacia Mytual ..._: 1,173,050 2,711,100 
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(CONT’D FROM PRECEDING PAGE) Issued In Force ' Issued In Force : Issued In Force «Cc 
Issued Im Force | Travelers .......... 1,866,659 3,857,734 | Capitol, Colo. ...Ord 153,155 1,460,626 | Prudential ...... Ind 8,598,982 37,437,521 . 
Agricultural Life... 3,000 17,000 | West Coast Life. 554,000 2°119.213 Capitol, Colo. ....Gr 228,000 226,000 | Reserve Loan Life.. 379,600 519,792 Cen 
Conn. General Life.. 72,661 805,343 | Natl. Life, U,. S. a 1,214,398 8,118,890 | Home Life, N. Y.... 400,373 3,295,727 | Bankers Res., Neb.. 53,000 53,000 Hor 
Northwestern Nat.. 2,894,064 14,356,413 | Federal Life, Ill.... 3,393,654 9,320,934 | Kansas Life ........ 2,111,399 10,548,547 | Acacia Mut, Life.... 99,750 497,000 Nat 
Pacific Mut. Life.... 426,513 2,496,226 | State Life, Ind..... 14,019,221 54,469,040 | Manhattan Life .... 46,000 192,273 | Bankers Life, Ia.... 1,249,370 7,083,885 Nev 
Penn Mut. Life..... 581,000 2'501,124 Century Life, Ind... 1,366,943 2,060,948 | Mutual Benefit .... 911,643 9,314,423 | Inter-Sov. Life...... 4,803,500 21,778,070 Nev 
Mutual Benefit Life. 1,116,543 11,328,673} Reins. Life, Ia..... 169,500 255,116 | Northwestern Mut.. 4,681,775 37,799,376 | Michigan Mutual ... 530,641 3,256,675 yar 
New England Mut.. 171,359 580,561 Pan Amer. Life.... 4,176,955 9,644,037 Northw. Nat., Minn. 97,484 690,753 Union Central Life.. 3,458,615 18,851,014 mal 
Des Moines L. & A. 200,488 538,195 | Reserve Loan Life.. 2,517,516 7,356,505 RR, es Ord 472,750 635,950 | Century Life, Ind 7 141,000 233,500 Rel! 
Equitable Life, Pa.. 601,296 3,454,258] Reliance Life, Pa.. 3,309,958 16,978, a_i a a Ind 1,263,281 1,802,501] Gonn. Mutual 4.157.985 7.335 408 Res 
Guaranty Life, Ia... 81,500 261,732 | Manhattan Life .... 1,244,040 12:880,877 Ohio National Life. 94.500 94.500 wis Terese , ° _os sect 
Minnesota Mutual .. 919,433 6,766,196 | Jefferson Std. ...... 7,750,400 14,134,600 | New England Mut.. 791,214 4,671,176 = - a Twi 
Montana Life ...... 699,000 1,488,550] Franklin Life ..... 4°113,215 24,652,383 | Occidental, N. M... 257.000 669,000 | || Gua 
Mutual Trust Life... 539,361 2,718,496 | Bank. Reserve, Neb. 3,072,237 10,563,165 | Omaha Life ........ 399,000 476,000 | || WISCONSIN 
National Life, Vt... 214,251 1,653,494] Atlas Life ......... 998,050 3,277,100] Register Life, Ia... 7'000 27'000 S 
Northern States Life 269,500 1,222,000| Central Life, Ia..... 425,702 3,551,180 | Union Mut., Me..... 18 424 266.168 | a 
Preferred Risk Life. ...... = «sesseecs Bankers Life, Ia....10,990,630 43,853,088 | Travelers ...... Ord 3,095,038 11,186,313 — 
Security Mut. N. Y 99,619 223,866 | Guar. Fund Life.... 2,362,500 1,426,400 | Travelers |...... Gr - '389°063 734.007 | Security Mut., N. Y. 332.412 2,050,154 
Western Life ...... 94,000 330,474 | Great Republic, Cal. 1,490,354 4,923,039 a a 4617 3°349'690 
Guar. Fund, Neb... | 892,000 5,040,000 f Mutual Trust ..... 1,654,844 5,587,364 
First National, S. D. 2,244,500 9,795,353 | —————————————————— ——— | National Life, Vt.. 1.702 1.746.202 Tra’ 
Busin’s Men's Assur. 49,500 63,000 | | NEW YORK | National Guardian.. 4,504,313 19,423,600 Tra 
Federal Life, Ill.... 2,987 241,460 | | MA RYLAND | - Metropolitan . Ord 13,635,439 64,438,286 Fide 
Lincoln National ... 1,258,113 3,141,155 Metropolitan ....Gr 853.750 2,306,800 Mor 
Am, Old Line, Neb.. 381,000 391,000 Oa Metropolitan . Ind 10,313,492 47,332,021 Mut 
Bankers Life, Neb.. 65,329 653,201 dqu. Life, N. Y.Ord 130,543,502 689,557,586 | Nat. Life, U.S. A... | 30,380 1,308,641 Mut 
Columbia Life, Neb. 9,000 29,000 | United States Life.. 108,880 690,012 | Equ. Life, N. ¥Y.Gr 32,290,284 96,219,188 | Old Line Life...... 10,235,087 37,979,410 New 
Grt. Northern Life.. ...... «5. Penn Mutual Life... 2,303,823 12,206,942 | Guardian Life, N. Y. 9,049,382 38,040,758 | Northwestern Mut. .27,143,411 205,274,665 Pru 
Natl. Life, U. 8S. A.. 295,343 1,227,273 | Phoenix Mutual ... 599,524 5,920,952 | Manhattan Life .... 3,772,956 14,471,364 | Minnesota Mut. ... 77,378 903,918 
Dakota Life ...... 3,214,497 14,487,413 | Northwestern Mut... 2,800,053 28,785,774 | Mutual Life, N. Y..70,821,930 477,960,427 | Franklin Life ..... 896.960 2,382,410 = 
Fidelity Mutual Life 878,183 780,195 | Mutual Benefit .... 2'501,133 21,116,247| Teach. Ins. & An... '578,540 1,374,519 | Penn Mut. Life..... 2,646,538 13,454,288 
Provi. Mutual Life. 141,352 | 392,588) Nat. Life & Acci... 269,593 510,605 | Security Mut., N. Y. 3,504,710 14,896,259 | North Amer., Minn. 35.500 222.500 
Guardian Life, N. Y. 675,433 3,063,193 | New England Mut... 1,232,235 11,046,428 | United States Life.. "665,534 5,291,706 | Prudential |...Ord 14,416,037 76,013,856 
Internatl. Life, Mo. 821,276 5,722,353 | Pacific Mutual Life. 215,975 806,882 | Bankers Life, Ia... 4,220,746 14,163,186 | Prudential ..... Ind 18,778,531 86,005,518 
Kansas City Life... 2,363,256 9,220,442 | Philadelphia Life .. 118,400 638,677 | Aetna Life..... Ord 134,968,298 149,704,109 | Prudential ...... Gr 704,950 2°454.025 ig 
Mass. Mutual ...... 602,983 2 594, 463 | Travelers ......... 13,959,463 47,575,047 Aetna Life...... Gr 32,268,784 56,309,502] Pacific Mut. ...... d 35.949 1,616,340 Atla 
Mutual Life, N. Y.. 2,681,589 20,358,189 Continental, Del. .. 3,829,839 22,696,233 | Columbian Nat.Ord 5,051,089 ...... : Aetr 
Bankers Res., Neb.. 39,500 39,500 | Columbian Nat..Ind 19,138,304 — ...... = Ame 
=z = >) ae, > ge ©... peed ey res Maryland Assur. 828,340 34,52 Acac 
Bankers Life, Ia... 173,000 700, J. Hancock Mut. Ind 34,827,788 6 Ban 
TEXAS Columbian National. 410,457 2,166,889 | J. Hancock Mut.Ord 45,435,319 3 MASSACHUSETTS Cott 
Connecticut Gen. ... 1,364,876 3,235,922 | Fidelity Mutual 5,826,757 2 ¢ _ Cons 
| Home O° Serre 688,933 €.081,367 Mass. Mutual ......22,625,974 7s Cont 
= ac ~ | Jefferson Standard.. 358,700 ,172,637 | New England Mut. . 12,737,613 ,82 4 . < rs — Equ 
ee Ee PTET 13,314,751 55,563,128 | Equitable Life, Ia. 397,500 | 372,000| Phoenix Mutual 8,249,016 90. Home Life, N. Y.... , 815,141 9br2820288 i 
American Central... 2,580,797 12,308,841 | Equitable Life, N. Y. 8,792,220 37,647,126 | Penn Mutual ...... 31,523,914 392.538 | | nion Central ..... 2,722,265 ° 130,914 Fide 
American Natl... .42,247.060 100,942,248 | Aetna Life ........ 1,437,016 11,024,415 | Provident Mutual. .11,787,983 95,096 | Boston Mutual - 9,377,230 34,367,847 Grea 
‘Amer, Life Reins. 3.842408  9/233.764| Conn. Mutual ..... 2,885,244 12,185,729 | Union Mutual, Me... 621,290 E273.078 Morris Pian ....-..- 202,230 aoe ane Hon 
Amicable Life ..... 5,256,412 22,036,139 | John Hancock Mut. | 3,684, 908 19,308,369 os ary pnt ie Y 9 sae eae 139 Hg Inte 
Capital Life, Colo.. 2,307,317 9,375,853 | Metropolitan Life . .27,467,37 2 151,739,149 r ; aan ‘yy . _- - Sixctyt reget yoo Inte 
Continental, Ill. ... 611,958 —_ 1,006,164 | Reliance Life ...... 1,695,000 $336,201 | | [Ben . a i. 7 1'921.176 | 12°832.323 Kan 
Ft. Worth Life .... 3,276,855 15,213,131 | New York Life.... 5,648,031 38,433,170 | | KENTUCKY a 1010450 1'174'989 Jeffe 
Great South. Life...23,653,113 80,047,340 | Union Central. .... 1,116,190 10,240,445 i| oe ee stteee saeeiie 84°: t. Lam 
Indianapolis Life... 1,695,751 2,691,107 | National Life, Vt... 1,292,540 9,003, 681 as = = Mass. ne oseen aS eats ast a3? 690 Life 
Kansas City Life...13,888,299 60,844,521 | Prudential ......... 15,852,557 87,252,457 : ——. mages 3198049 -23°9 58.653 Line 
ag SE we Bareiee 8,802,233 12,400,646 Reliance Life....Ord 929,200 4,477,699 | prosident. Mutual... 4.280.183 Hatta Man 
Northwest. National 4,021,627 12,635,155 ———————— FJ | Phoenix Mutual ... 1,106,339 9.919.971 | Fidelity’ Mutual... 1:383:939 6.653 44 Mich 
Ohio Natl. Life.... _ 524,714 527,214 it = @* -eeetee 647,000 1,702,098 scelty sucue sete er Met 
Pacific Mut. Life... 5,488,525 gt 462 KANSAS || Penn Mutual ....... 2,287,510 15,900,424 a ee Miss 
peepeeneve, sacs, Ale. ete ty ttt | Mass. Mutual ...... 2,663,007 14,356,728 | . —a Miss 
Occident. Life, N. M. 1,413,7 ————— = — Nat. Life, U. S. A.... 131,012 669,625 I Muti 
San Jacinto Life... 3,956,375 11,529,060 New York Lite...... 3,511,558 30,224,062 NORTH DAKOTA f Muti 
Security Life & Tr.. 165,000 165,000 | Amer, Central, Ind.. 1,773,791 7,646,590 | Columbus Mutual... 19,175 53,175 } Nati 
Southwest’n Texas.26,589,971 106,454,688 | Aetna Life ..... Ord 2'804.184 18,053,410 | Mut. Life, Md....Ind 2,088,62: 1,194,889 C = a Nati 
Southland Life ....15,281,965 61,328,949] Aetna Life ...... Gr 443,600 675,900 | Federal Life, Ill.... 20,500 122,229 - ' New 
Southern Union..... 3.185.500 10.418.242 | Amer. Life, Tenn... 1,422,555 3,435,239 | Atlantic Life ....... 39,000 214.916 | Northwestern Nat.. 4,004,526 18,796.47 N. 
Temas LAO ..0.scc0% 5,221,491 19,392,214 | Amer, Life, Mich.... 318,187 2,195,645 | Prudential ..... Ora 7.690. 27 33,003,136 | Bankers Reserve, la. 144,542 2,058,216 Pan 
United Fidel. Life.. 6,288,111 10,161,108 | Equitable Life, Ia... 1,383,873 7,685,627 | Prudential ....... Gr 1,877,950 3,203,900 (CONTINUED ON NEXT PAGE) Paci 
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BANKERS LIFE INSURANCE COMPANY || © 
OF NEBRASKA Hf es 





419.1 

Home Office: Lincoln, Nebraska bac 

Assets - -  $22,000,000.00 ee 

the 

TWENTY PAYMENT LIFE POLICY | | ™ 

DEFERRED DIVIDEND — 

TWENTY YEAR SETTLEMENT | comy 

. a ni £90,6 

a Wymore, Nebraska, January 31, os Matured in the = 
ankers Life nsurance Company, OLD LINE BANKERS LIFE INSURANCE | divid 


Lincoln, Nebraska. 


GENTLEMEN: Your General Agent A. H. Gray just handed me your draft for $390.16, COMPANY dend 
being the surplus earned on my twenty year policy that matured today. I now have a paid of Lincoln, Nebraska Sit 
up policy for $1,000.00 which will draw dividends the rest of my life, and pay to my estate . 
the full $1,000.00 at my death. 





Name of insured........ _J. A. Reuling 


I only paid into your company $701.00 by taking the $390.16 from the $701.00, I find my - Co 
paid up policy only stands me $310.84, which I consider very cheap insurance indeed. Residence......... see -Wymore, Nebraska —_ 
Thanking you for your promptness and wishing your company continued success, I am, Amount of policy cans Cee OOS one $1,000.00 | will. 
Veuws toute, Total premiums paid.............. 701.00 | chas 

ance 

Life 


iia a i SETTLEMENT sour 
Total cash paid to Mr. Reuling. .. . . .$390.16 | Tre 

And a paid-up participating policy for | Nati 

$1,000.00 OB then 

















If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. Dr 
a 
= = site 
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n Force (CONTD FROM PRECEDING PAGE) | : ; ; p 
fee | acute: (ea “222! The Companies That Stay Are the Companies That Pay 
ue | SP eldie Bite alt P the Western Reserve Life 
497,000 peta P — -*) «6Oaee 737.97 é . a | 
088.885 | New York Life... ey ee ge When a company has proven ~ — — > : oor oe 
|.778,070 Penn Mutual ...... ,692 ae ty tt f sal . ee am 
3,256,675 Reinsurance Life, Ia. 8,500 ryt Insurance Company o , 1., has, : x os _ ~ 
"2331800 | Reserve Loan, Life: 18.500 6.180 hink f ably of that institution. Permanent success ca y 
233,500 Reserve Loan Life. 15,500 onease agent can thin avor y A 
eS | erin Guy tige: 2 14z900 300-830 ined through a permanent connection. The companies that stay are the companies 
Twin City Life..... ty te tyre tain g ; ‘ 
7 ae anne palit that pay the representative in the long run. 
- connecticut WES VE LIFE INSURANCE CO. 
. ac nailed Sola | J.H ESTERN RESERVE LIFE I Harry H. Orr, General Counsel 
were ! —__—__—— ——- ——____________-—.- — . ° . MUNCIE, I IANA 
3,349,690 SS 
587,364 av sees e+ sOrd 9,934,898 45,646,847 ND 
748202 Travelers = Gr 13,944:470 31,059,275 
"428 OR¢ Fidelity Mut. Life.. 2 3,62: ert yet 
soeeks Bt Morris Plan ....... 163,950 "163,95 
306.800 Bf vutual Li 7 4,1192089 29,290,333 
z ‘ Mutual Life, N. Y.. 4,119,0 3 
‘torent | Life: : 3,799,790 10,141,755 
Be | ES be ee gue THE STATE OF MICHIGAN 
gti Prudential ..... nd 15,439,06 836,97 : , 
et . ’ rito 
a8 0 A direct General Agent’s Contract for eso —_ 
Hits snicnacsicenanettels in the State of Michigan is ready for the rig . 
rent a Address 
-éi6.34 ee mee css 1 234,060 , 5'203/398 ERNEST C. MILAIR, Vice-President and Secretary 
Aetna ..... tetas 234,06 2.208, + 
American National 560,034 1,809,8¢ ; : C - 
cacia Life ...... 258,000 1,351,200 cmendien omp y 
Bankers, eacive. $1480) L014 geo George Washington Life any 
Cotton States..... 203,750 422, 
Yonserve i 598,635 1,216,130 RLESTON 
crema AS” al 38,058 ? arene HARRISON B. SMITH, President CHA WES 
Equitable, N. Y.. 1,328,327 se eee eas 
Franklin Life 1,116,464 ty tt 
Fidelity Mutual .. 401,133 Her geed 
Great = - pry etre tes 
Home Life ...... 9 poet sO 1,323,528 . 
International - 2,715,535 5.0oSnes . 
Interstate L. & A. 33,000 412,006 t s ] 
‘ansas City Life. 36,500 36,500 Ce a O 
Tice Meataed eet ty et 1.5: e ose Oo 
Lamar Life ...... $37,16: a ( . 
Life & Casualty.. 600,560 11 F 
Bf Uncoln Reserve: ang2e2 18H HEN you begin to figure up yourearn- All this and more we constantly strive to 
+4 Manhattan ....... 245,0 1! 
_ feria mesves SINE 8 i we recall the several reasons for give our agents. This coupled with good 
tateiadinted Metropolitan ..... 2,317,586 Y ings an i vith 
a Hage res durin pas li tracts and liberal commissions, is 
ws Missouri State 771,280 ss " - iam more policy con 
| cate Sites | Pena > oe ae the im- aan incentive which should interest any am- 
i Mutual Life ..... 1014,8 fs . 
| National Life .... 2,354,206 an an other time y n | 
ren: DP ocak Aik 7 ; f a helpful constructive home bitious agent who wishes to make the most 
ee ES ne « h ins you to overcome of his salesmanship efforts. 
?. 058,216 - j > a 2 .262 wi 
om Pacific Mutual. _ roe try office service t at trains y' 
—— Phoenix ‘Mutual 607,291 such failures. 
ee Provident Life ... 5,000 
Prudential eens oteeaae ” , itn as 
Reserve, Loan co: Mibges One of the vital elements w ich m ye 
Union Central... 1,135,500 day profitable i 2 bermenious wee ; . aitieeeats . 
i rra i me office officials an e wo ear fro several 
casei teaees Get ieecnan a we iri sly given good men for important field positions 
A comparative statement issued by the a direct co-operative spirit generously gi " 
Eureka Life of Baltimore shows i a 
ance in force for pe Ay = Te 
419,169, as comparec with 1,343, ony = . 
mck to 1992 at which time the msurance || ter-Southern Life Insurance Company 
back to 1912 at which time the insurance ~ ; ce . 
in force was $5,360,619. The assets are JAMES R. DUFFIN, Presiden 
now $1,527,929, as compared with $1,253.- LLE 
474 in 1921, and $256,121, Dec. ~ 
Liabilities are $1,245,722, as gr 
the Dec. 31, 1921, statement of $1,026,708 : 
and in 1912, $165,504. The company had _ e L 7 I ic p 
|} Sean ve eer «tT diana National Life Insurance Company 
$100,000, 3 INDIANA 
| ; capone INDIANAPOLIS, 
The surplus is now — _ * | : : 
compared with $126,765 a year » a ‘ : ; ; ; ae 
) ) ssousto'Zn tose, grinsas in Toet, and Splendid territory open in Indiana, Michigan = on et or Distr 
$801,610 in 1922, $711,835 in 1921, z 1 aoe 
$251,001 in 1912. The company _ = General Agents, who are capa le O an ing 
E dividends to stockholders in the las : _— 
| Tf ome Gay oy i $60,- Best Commissions and Renewals. vi agg ee eg ongpancdiene A hares 
dend for the past two years being $60,- ‘ 7 uildin i 9 
000, The company is in — con- you or your estate. If interested g n ; - 
dition and progressing steadily. " ian etn eneiet paceen Bee 
C. D. RENICK, President RN WEBSTE 
Commissioners to Approve 
1s | Commissioners Hyde of Missouri, 
ca Houston of Illinois and McMurray of 
0 |B sie arc commen | SECURITY LIFE INSURANCE CO. OF AMERICA ’ 
will pass upon the contemplated pur- - KERY, CHICAG 
00 chase of the Indiana National Ss — ©. W. JOHNSON, President pe 0 
ance business by the Missouri State . 
Life. The board will meet in the Mis- INSURANCE IN FORCE DEC. 31, 1922 — 
Sourt State’s home office on Mar. 22. F enea ; ; 5, 
16 | Ihree days prior to that the stockhold- s ” ities . . | 4065-756 
‘rs and policyholders of the Indiana Payments to Policyholders since g i a 
oo cor ls pyres age Rh Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direc 
“pprove the contract of sale offered clu i vie ited aia, 
Nem by the Missouri State Lite. Openings for General Agents and Manager 
* ep Wayland A. Morrison, a Los Ange- Address S. W. GOSS, Vice-President and : 
beapnysician, has been elected to the Manager of Ag 
ae Life. of directors of the Pacific Mutual 
—— sife, 
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General Agents Wanted 


AT THE FOLLOWING POINTS 


Newark, N. J. 

Jersey City, N. J. 
New Brunswick, N. J. 
Trenton, N. J. 
Camden, N. J. 
Patterson, N. J. 
Atlantic City, N. J. 


WE OFFER 

DIRECT HOME OFFICE CONTRACT 

ASSISTANCE IN FINANCING AGENCY 
LIBERAL FIRST YEAR AND RENEWAL COMMISSIONS 

ASSISTANCE IN TRAINING AGENTS 

FREE CIRCULARIZATION BUREAU 

LIBERAL SUB-STANDARD DEPARTMENT 
MODERN POLICY FORMS 
GUARANTEED LOW PREMIUMS 


Shenandoah Life Insurance Co., Inc. 


R. H. ANGELL, President W. L. ANDREWS, Sec., Treas. 
On Agency Matters address W. F. Macallister, Agency Manager 


Chattanooga, Tenn. 
Cookeville, Tenn. 
Petersburg, Va. 
Culpeper, Va. 
Greensboro, N. C. 
Raleigh, N. C. 
Elizabeth City, N. C. 




















PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 
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@ Seventy-five percent of Wis- 
consin’s | 89,295 farms are lived 
on and operated by their own- 
ers. Wisconsin leads in owner- 
operated farms. 


Prosperity multiplies pros- 
pects. Cometo Wisconsin with 


Natigeonal 







nstirance Company 
Our Square Deal Con- Home Office, Madison, Wis. 


tract opens the door for oppor- 
tunity. Ask about it. 


























KANSAS LAW TO BE CHANGED don, Conn.; Roland A. Hueston, from 
cashier at New London to cashier a: 
Roxbury; William A. McNamara, from 


Bill Exempting Industrial Policies from 
Forfeiture Statute Passes Both 
Houses—Governor to Sign 


TOPEKA, KAN., Mar. 13.—The long 
fight made by the companies writing 
industrial insurance in Kansas_ has 
finally brought results. The house and 
senate have passed the bill exempting 
this class of insurance from the opera- 
tion of the forfeiture law and Governor 
Davis has advised the friends of the 
measure that he will sign it when it 
comes to his desk. 

Kansas was one of the first states to 
pass a law prohibiting the forfeiture of 
any life insurance policy until a 30-day 
notice of intention to forfeit for non- 
payment of the premium had _ been 
given. 

The supreme court of the state held 
that industrial insurance came under 
the operation of the forfeiture law and 
that these policies could be forfeited in 
the same way as ordinary life policies 
only. The big companies writing this 
class of business were forced to main- 
tain expensive office forces just to look 
after the industrial business in Kansas 
and see that the proper forfeiture no- 
tices were sent out. It was as expen- 
sive to forfeit the industrial policies as 
the general life policies. 

_ The new law does not change the for- 
feiture law in any way as it relates to 
the life insurance business except that 
those policies for which the premiums 
are paid weekly, bi-weekly or monthly 
the forfeiture notices are not required. 


Great Southern Changes 


Superintendent H. W. Koons has been 
transferred by the Great Southern Life 
from St. Louis West to Cleveland West, 
and is succeeded by Supt. H. J. Straub- 
inger, formerly of St. Louis Manchester. 

W. Arthur Smith, home office of the 
Great Southern, has been promoted to 
division manager of the Eastern Divi- 
sion, succeeding A, J, Mescher, who was 
promoted to manager of the investiga- 
tion department. 

The detached assistancies, Elkhart and 
Goshen, have been transferred from 
South Bend to comprise the new district 
at Elkhart under Supt. C. E. Fedder, 
formerly assistant in charge of the Elk- 
hart business of the Great Southern, 





Transferred to Cincinnati 
Erwin Hoffman, formerly of Cincin- 
nati, has been made manager of the 
Columbus district of the Metropolitan 


Life. He has been with the Metropolitan 
for 19 years. 
Public Savings Changes 
The Public Savings Life has an- 


nounced the following changes: Glyde C. 
Evans has been appointed superintend- 


ent at Lafayette; W. F. Acree, Terre 
Haute, has been promoted to superin- 
tendent in that city. Superintendent T.! 


H. Dillon of Washington has been trans- 
ferred to Vincennes. Superintendent J. 
E. Barrow of Vincennes has been trans- 
ferred to Washington. Agent Cc O. 
Courtney of Sullivan has been pro- 
moted to superintendent at Vincennes. 


John Hancock Changes 


The following have been promoted by 
the John Hancock from the rank of 
agent to assistant in the districts in 
their service: 

Samuel T. Bromley, Cincinnati I; Rob- 
ert H. Schock, Hackensack, N. J.; Wil- 
liam Flader, Staten Island. 

Assistant Adam Hart is 
from Hackensack to Newark. 

Other changes are: John C. Heimber- 
ger, from claim adjuster and applica- 
tion inspector at Cleveland II to inspec- 
tor for Cleveland and Pittsburgh; Frank 
J. Brown, from ¢ashier to St. Louis III 
to inspector for St. Louis; Elmer W. 


transferred 


Kistner, from clerk at St. Louis I to 
cashier at East St. Louis; Thomas J. 
Donahue, from assistant cashier at St. 


Louis I to cashier at St. Louis III; Ed- 
ward L. Maurer, from assistant cashier 
at Pawtucket to cashier at 


New Lon- 





agent to cashier at St. Louis II; Robert 
Clayton, from assistant at Newark, N. J 
to claim adjuster at New York III. 


Dinner to Baltimore Staff 


BALTIMORE, MD., Mar. 13.—Salesmen 
of the Baltimore Life, Baltimore No. 2 
staff, were guests at a dinner given by 
President W. O. MacGill last Thursday. 
Stephen Powell, secretary, made an ad 
dress congratulating them on _ their 
showing. Arthur German, second vice- 
president, spoke of the financial stand- 
ing of the company and the progress 
made in that field. Albert Burns, man- 
ager of the ordinary department, spoke 
of the year’s prospects. 


Prudential Changes 


Mearl Monfort of Dayton, O., has been 
made assistant superintendent in the 
Dayton district for the Prudential. Mr 


Monfort has been with the Prudentiai 
since July 4, 1921. Dice Couger of Co- 


lumbus is making rapid strides in that 
city. Claude R. Seaman, agent at Des 
Moines, Ia., has been promoted to as- 
sistant superintendent in that district. 
William N. Major, assistant superintend- 
ent at Kansas City, has completed 20 
years’ service with the Prudential. In 
honor of the event, he was presented 
with a gold locket and certificate, em- 
blematic of loyal service for 20 years 
Agent Marvin R. Barnds, of Sedalia, Mo., 
is a dependable producer. 


Sutton Promoted 


Cc. J. Sutton, manager of the Metro- 
politan Life at Henderson, Ky., has been 
appointed assistant general superintend- 
ent of the states of Illinois, Indiana, 
Ohio and West Virginia and probably 
will have his headquarters in Chicago. 
He will assume his new duties at once 


Haley Fiske at Birmingham 


BIRMINGHAM, ALA., Mar. 13.—Haley 
Fiske, president of the Metropolitan 
Life, addressed more than 250 agents of 
the company from 60 districts in north- 
ern Alabama and Northern Mississipri 
at a dinner here last week closing the 
triennial president’s convention of field 
representatives. 

President Fiske was accompanied to 
Birmingham by Mrs. Fiske and the fol- 
lowing other officials of his company: 
F. O .Ayres, second vice-president; Dr. 
Leo K. Frankel, third vice-president; W 
H. Stewart, superintendent of agencies 
for southern territory, a former Bir- 
mingham man, and his assistant, F. C 
Remington. The party left here for 
New Orleans to attend a similar conven- 
tion. 

In the course of his speech, President 
Fiske took a fling at those who would 
crucify Wall Street. He characterized 
such talk as “tommy rot.” He said the 
capital of his company, $1,260,000, was 
invested in all parts of the country. 
More than $26,500,000 is invested in the 
Birmingham district and outlying terr!- 
tory. He pointed out that every policy- 
holder in the Metropolitan is a property 
owner and shares in the proceeds of the 
company. This he declared is a great 
argument against communism and s0- 
cialism. 


Public Savings Meetings 


District meetings were held by the 
Public Savings of Indianapolis through- 
out the entire field during March. The 
following home office officials and repre 
sentatives attended in the various dis- 
tricts: Calumet and South, Bend, Pres! 
dent Winter; Vincennes and Evansville, 
Vice-President Sourbier and Secretary 
Folz; Indianapolis North, South and 


West, President Winter and Second Vice- 
Second 


President Deming; Kokomo, . 
Vice-President Deming and Assistant 
Secretary T. J. Sourbier; Richmond and 
Columbus, Division Manager Jenkins, 
Muncie and Fort Wayne, Division Man- 


irer Wen- 


age y : vette, Treast 
ager Taylor; Lafayett rnstructo? 


zel: New Albany, Ordinary .. 
Searcy; Terre Haute, Special Represen ‘ 
atives Kent and Keeler; Anderson, — 
ager Claim Department Hiatt, Actuar) 
Folz and Editor Benson. — 
Everybody reports meetings © geo 
interest and that the entire tele 23 in 
tip-toe for a record breaker !m the 
dustrial branch of the busines® 
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MEDICAL DIRECTORS 
MET AT CHATTANOOGA 


(CONTINUED FROM PAGE 2) 


American Life Convention, was present 
and addressed the meeting. In greet- 
ing the assembled medical directors 
he said that the medical profession had 
long been hold in good repute and that 
Homer, the ancient Greek poet, had 
spoken of doctors as comprising a dis- 
tinguished profession. To illustrate their 
importance to life insurance he said that 
in these days about the only saving a 
life insurance company can make is in 
mortality and those savings are directly 
dependent upon the medical directors. 
He stated that the Medical Section had 
functioned well for 13 years since its 
organization in 1910. That while the 
chairman is elected from year to year, 
Dr. Jenney has been secretary since its 
inception and that he has served it 
well. He alleged that until the Medi- 
cal Section of the American Life Con- 
vention was organized there was 
practically no life insurance medical lit- 
erature available to the younger com- 
panies. 

Referring to the French Lick meet- 
ing of a year ago he stated that the 
consolidation with the Medical Informa- 
tion Bureau was one of the most im- 
portant steps. 

A. S. Caldwell, insurance commis- 
sioner of Tennessee, came in and was 
presented to the medical directors by 
Dr. Steele. He greeted the gathering 
with a brief talk stating that he had 
only come to have an opportunity of 
meeting and greeting the executives and 
medical directors assembled. 


Training of Examiners 





Mr. Beckett’s paper on educating 
medical examiners, which was printed 
last week, was then read. This paper 
was discussed by Lawrence M. Cathles, 
actuary of the Southland Life. He stated 
that he is not in favor of appointing 
one set of examiners in a given com- 
munity to make examinations. He said 
that he believed in a personal contact 
being maintained between the medical 
director and his examiners through in- 
structions by correspondence supple- 
mented by personal interviews where 
possible. That a book of instructions is 
important but chiefly as a crystalliza- 
tion of the home office viewpoint. 

He contended that it is not easy to 
get the best doctors to act as examiners 
as they are often too busy and con- 
sider the remuneration too small. He 
tokl of a lecture course that was given 
to the seniors of the Baylor Medical 
School of Dallas last year by himself on 
life insurance and by the medical direc- 
tors of local companies on the medical 
phases of life insurance. He stated that 
the college was pleased and promised to 
give the course more time next year 
_ to give examinations on the sub- 
jects, 

Dr. Steele of Chattanooga told of 
activities that were going on in the 
south to better educate the medical pro- 
fession to the needs in life insurance 
examinations. He said that last year 
the Southern Medical Association had 
created a Medical Directors’ Section of 
that body. 


Suggests Exchange of Data 


Dr. Stutsman in telling of the work 
ot the Medical Directors Association in 
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there should be common examiners but 
he did think there should be an ex- 
change of knowledge about examiners. 
That the dozen companies of Iowa have 
gotten together and compiled a list of 
examiners in all towns of lowa and have 
classified each into first, second and 
third class examiners. 

Dr. Daniel M. Shewbrooks of the 
Lincoln National Life in his paper on 
the subject “Training the Layman as 
a Medical Underwriter,” outlined the 
reasons why a lay underwriter is more 
efficient than the medical underwriter 
as that he may be better trained in the 
handling of detail, and to look at the 
risk from a less personal viewpoint and 
less as an individual and more as a 
member of a group which is subject to 
certain probabilities rather than as an 
individual who has a great many differ- 
ent possibilities pertaining to his mor- 
tality. 

An interesting discussion of goitre 
and underwriting followed, opened by 
the paper of Dr. Pemberton of the 
Mayo Clinic. 

Dr. Wilber E. Post of the Rush Medi- 
ca! College, Chicago, in his paper on 
“Studies in Albuminuria,” brought out 
the fact that albumin may be present 
in urine without indicating any real 
danger. That it is found frequently in 
early youth and decreasingly toward 
maturity. There are different opinions 
as to its cause, held by different stu- 
dents. Our study indicates that it is 
often accompanied by a chronic infec- 
tion of the tonsils, throat, intestines or 
other part of the body. 

In closing his discussion Dr. Post 
stated that in the examination of thou- 
sands of employes of the Peoples Gas, 
Light & Coke Co. of Chicago, more 
than 20 per cent showed albumin but 
less than one per cent had nephritis or 
kidney disease and it is the nephritis 
that must be looked for. 


Discuss Nephritis 


In summing up Dr. Post held that 
there is still too little known about this 
subject to determine the real relation- 
ship between albuminuria and nephritis 
or kidney diseases. 

This paper was discussed by Dr. 
Voss of the Pan-American Life and Dr. 
Schilling of the Ohio State Life. 

The paper by Dr. W. G. Exton of the 
Prudential was read by Dr. A. G. Pat- 
ten of that company. Dr. Patten stated 
that in the last several years, the Pru- 
dential has taken thousands of cases 
showing traces of albumin That the 
company is now making a study of the 
mortality experience of these cases but 
it will be approximately nine months 
yet before the results of this study will 
be available. 

In connection with this discussion 
H. Gideon Wells explained a program 
of research into the subject of neph- 
ritis which is being initiated by the 
National Research Council which has 
its headquarters at Washington. He 
said that the life insurance companies 
because of their special interest in this 
subject, will be asked to cooperate and 
support this research work. 

Blood Pressure Questions Up 


The last formal lecture of the meet- 
ing was by Dr. Stewart R. Roberts of 
Atlanta, on the subject, “The Clinical 
Relation of Hypotension and Hyper- 
tension to Mortality,” which in the par- 
lance of the layman might be stated as 





lowa said that he did not think that 


the hospital experience of the relation 





THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


Calitornia State Life Insurance Company 
SACRAMENTO, CALIFORNIA 
Insurance in force $38,782,271 Assets in excess of $4,200,000 
Capital and Surplus $684,153.80 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in California and Texas Territory 


Write J. R. KRUSE, Vice-President and General Manager 























Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| W. D. WYMAN, President | 





Th s Company has always pursued those a in the conduct of ite business that have given it a high 
reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended bl and encouragement to its representatives to develop and hold 
their business. 


Its policy contracts give to each individual insurer full protection, safe-guarding, at the same time, the in- 
terest of all policyholders. 





Winfield S. Weld, Supt. of Agencies. 








Safe and Secure 


For 78 Years 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 











THE CASUALTY REVIEW | 








A Monthly Magazine on How to Sell Accident | 
and Health Insurance. Only $2.00 a year. 
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BUILD YOUR OWN BUSINESS ZS: 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Disability Benefits 


Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 






INSURANCE CO. 


66 BROADWAY NEW YORK 
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W. T. GRANT, 


24,856 CLAIMS PAID IN 1922 


lost of the 95.006 diab claimants to whom we paid indemnity of $1,514,- 
924.33 for toes of tine from martes or Winess ese otill ly to 


fe insurance. 
to vail himeelf of a cordial introduction to 
provide the ra himeelf with the ctigitional tife protection he intends 


more good men to help deliver tee 27,000 claim drafts we 
wiltleewe during 1923. if If you want to make MORE RE MONEY a letter with 
satisfactory will bring you full particulars. 


BUSINESS MEN’S ASSURANCE. COMPANY 
President SAS CITY, MISSOURI 
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Insurance Issued in 1922. ..(Paid for Basis)...... ‘8 39,898,050 
in in Insurance in Force... . ee ee 21 "462.805 
Insurance in Force 12-31- 1-22.. ¢ ina were) FF 
EERE ETT a hateciden teetcabarois ... 6,828.34 
a a eens Cmeene 2,214, 
Gmasense ten Bangla... ..ccccceccccccescoccccssceses 431,446 


PROTECTION FOR MASTER MASONS 


Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 


m™?_ Acacia Mutual: Life arya 














1867 EQUITABLE LIFE #923 


INSURANCE COMPANY 


OF IOWA 


A Co of Stability and Progress, 
Ms ety and Likerality 
Admitted Assets Insurance in Force 
OS | are eeees -12,431,725.00 $ 67,326,327.00 
Dec. 31, 1922....... SN 5,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 








Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


- HARRY L. SEAY, President 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance C Co. of Colorado 


Clarence J. Daly, Presi 
Denver, roam 

















New Disability Clause 


Two pears ago this Company devised a Disability provision which was far in advance 
of any that had been ously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 


Immediate beginning of a lifelong monthly income. 
When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 


When total and pemarent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 
Total disability that has lasted three months will be assumed to be permanent. 
Waiver of premium, of course, together with full annual dividends and'a full annual 
— su r value. 


As age increases, and the family income dwindles through Gpteiting resources, the 
disability income increases to meet the increased need of incom 


For terms to producing Agents ieee 
The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


| 
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of high blood pressure and low blood 
pressure to the deaths of individuals. 

He said that in thinking of this sub- 
ject, it might be approached from three 
points of view, first, that of a patient 
whose chief interest is in the symp- 
toms and whose desire is to be as com- 
fortable and live as long as possible, 
second, that of a medical director who 
is interested in the subject so far as 
it will enable him to pick healthy peo- 
ple who will live long, and third, that of 
the clinician who is disinterested in the 
subject of keeping people well but whose 
energy is devoted to the making of 
well people out of those who are sick. 

In reply to his own question, “Does 
hypotension or low blood pressure ef- 
fect longevity?” he contended that it is 
compatible with perfect health. That 
in the southern states you find people 
with relatively low blood pressure and 
that the blood pressure increases as 
the latitude in going northward. His 
conclusion as to the subject of low 
blood pressure, unless associated with 
some other symptoms, is that it is rela- 
tively unimportant. He stated that the 
Northwestern Mutual accepts these 
risks without restriction. 

As to hyper-tension or high blood 
pressure he stated that the cause of 
arterio-sclerosis is not yet known. That 
in simple high blood pressure the mor- 
tality depends upon the height of the 
diastolic pressure and the response of 
the tubing or arteries to that pressure. 
He told of a case of a manufacturing, 
executive who had come to him at 40 
years of age with a systolic pressure 
of 220 and that examination showed no 
other impairment than tonsilitis and 
obesity. He was leading a ~ sedentary 
life and worrying a good deal over his 
business. 








Means of Improvement 


In this case without the giving of 
any medicine at all but by putting the 
man on a strict program as to diet and 
exercise his blood pressure was reduced 
to 120 systolic and 80 diastolic. The ton- 
sils were removed in this case but not 
until after the blood pressure was re- 
duced to normal. As a result, this man 
is now in vigorous health and shows no 
symptoms of any lasting ill effects of 
this hyper-tension. 

He said that he had noted that the 
systolic pressure does not seem so im- 
portant as the diastolic, and that a dio- 
stolic pressure of 110 to 120 leads to a 
very early death. Also that an early 
morning headache associated with high 
blood pressure is a very dangerous mor- 
tality sign. 

Dr. Henry Jacobson of the Central 
States Life of St. Louis contended that 
hyper-tension is a symptom of nephri- 
tis and that albumin and casts are addi- 
tional signs of it. And that this nephri- 
tic group should be rated high as their 
life is not likely to be longer than 10 
to 20 years. 

Dr. Shewbrook of the Te Na- 
tional stated that at the Mayo Clinic, 
they had found that persons with a 
diastolic pressure of 120 have less than 
two years to live. 

The Friday morning session was de- 
voted to a black board presentation 
by Dr. Baker of The Kansas City Life, 
of the “Numerical System of Rating,” 
as applied to the various hazards or ele- 
ments of risks in the lives of applicants 
for insurance. 

He acknowledged the debt owed by 
the institution of life insurance to Mr. 
Hunter and Mr. Rogers of the Mutual 
Life of New York in their research 
which developed and perfected the num- 
erical system of rating. 

Dr. Baker stated that a substitution 
of a numerical system for the impirical 
previously obtaining, undoubtedly be- 
gets a standardization of rating. 

The items that are specifically rated 
under this numerical system are: 1, 
build; 2, occupation; 3, family history; 
4, personal history; 5, habits; 6, physi- 
cal: 7, residence, and 8, moral hazard. 

He took up, discussed and rated a 
number of real cases of recent ap- 
plicants for life insurance whose real 
or apparent impairments required spe- 





MEDICAL MEN DISCUSS 
TREATMENT OF GOITRE 


(CONTINUED FROM PAGE 3) 


panied by evidence of thyroid toxemia, 
no offer should be made before opera- 
tion. After removal the case may be 
accepted in from one to three years, 
with a provision for an extra mortality 
of 50 to 100 percent, depending upon 
the degree and duration of toxic symp- 
toms before operation. 

“The exopthalmic type, however 
mild, deserves no consideration before 
operation. After a bilateral resection 
of the glands, these cases may be ac- 
cepted in from three to five years, with 
a provision for an extra mortality of 
90 percent to 100 percent, depending 
upon the degree and duration of tox- 
emia, before operation.” 


Classification of Risks 


In the discussion of this paper, Dr. 

John E. Puitt of the Rockford Life, 
contended that the most important 
phase of the problem pertaining to goi- 
tre is their proper classification. That 
he felt that the danger in accepting per- 
sons 25 or 30 years of age who have 
simple goitre is that most of them will 
go on for years without treatment, He 
stated that he did not feel great con- 
fidence as to the results obtained by 
X-ray and radium treatments. Also that 
he did not feel,that goitre subjects who 
had been operated upon were good 
risks. 
Dr. M. M. Lairy of the Lafayette Life 
in his discussion, gave some statistics 
on army examinations, during the war, 
as to the geographic distribution of goi- 
tre which tend to bear out and support 
the statements made by Dr. Waits. 


Showed Few Deaths 


Dr. M. J. Means of Columbus, Ohio, 
stated that in his company, out of 5,000 
deaths in five years in an average ex- 
posure of 100,000 lives there have been 
only ten deaths reported as due to 
goitre. In reply to a question as to 
how many persons having goitre died of 
other diseases, during this period, he 
stated he did not have any report on 
that. 

Dr. Rowley in his discussion stated 
that the number of goitre applicants for 
life insurance is on the increase, prob- 
ably due to the increased number of 
women applicants and to the greater 
prevalence of goitre among women. 

He felt that colloid goitre of the 
period of adolescence is of little im- 
portance to life insurance as it can be 
made to disappear easily by the admin- 
istration of iodine. And that it does not 
continue after the age of twenty-five or 
thirty. He also stated that the prin- 
ciple damage of goitre is its toxic effect 
on the vital organs as the heart and the 
kidneys. 





International Going Strong 


The International Life of St. Louis in 
February wrote $4,868,000, compared 
with $2,864,000 for the same month in 
1922. This company has set a mark 
of $75,000,000 in written business for 
1923 ond its sales organization has 
geared itself up accordingly. It has been 
showing a gain of almost 100 percent 
over last year’s business, the mark for 
the first two months of the year to 
$10,386,000 against $5,564,000 in 1922 





cial consideration. These cases_ were 


very widely discussed by the different 
medical directors present. This discus- 
sion in addition to bringing out the 
various medical phases entering into 
such rating brought out the very large 
factor that is played by the human ele- 
ment or the individuality of the medi- 
cal director who is making the rating. 
To illustrate this, one case that was 
discussed, on which there was 4 show 
of hands by the medical directors pres 
ent, brought out the fact that this par- 
ticular case would have been declines 
by 12 directors and accepted without 
restriction by 13 and accepted but on 4 
rated-up basis by 18 others. 
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Ohio State Sales Congress, Held in 
Cincinnati, Columbus and Cleveland 


Three Days Last Week, Was Big Success 


sion of the Ohio state sales congress 

last Saturday, President Eliason of 
the National Association declared that 
the Ohio congress was the largest and 
most successful held in the United States 
this year. 

The three-day program opened Thurs- 
day with the southern division meeting 
in Cincinnati, and the central division 
met the next day in Columbus. Adjacent 
associations co-operated. The attend- 
ance at each was about 300. The wind- 
up with the northern division at Cleve- 
land drew 938. 


Notable Team 
Made Circuit 


[’ his address before the closing ses- 


President Eliason made a strong ap- 
peal for cooperation with the National 
Association. Harry D. Wright, su- 
perintendent of agencies of the Metro- 
politan, gave a splendid address on 
“Present-Day Opportunities.” Roy A. 
Heartman, manager of the Equitable 
Life at Des Moines, spoke on “Scientific 
Life Underwriting.” Abner Thorp, Jr., 
editor of The Diamond Life Bulletins 
Service, gave a very practical talk on 
“Planning and Methods of Work.” 

In addition to this team which made 
the three congresses, Superintendent of 
Insurance Harry Conn of Ohio ad- 
dressed the Columbus division on “Re- 
cent Rulings of the Department,” and 
W. B. Barruss, Kansas City general 
agent for the Provident Mutual, gave at 
both Cincinnati and Columbus divisions 
his famous lecture, “Shakespeare as a 
Salesman,” which was received with 
great enthusiasm. 

S. J. Rosenblatt, general agent of the 
State Life at Chicago, addressed the 
Cleveland division on “Selling Life In- 
surance,” and his ready wit and clever 
insurance stories from his own experi- 
ence drew repeated applause. 

Rt. Rev. Joseph Schrembs, Catholic 
Bishop of Cleveland, made a splendid 
talk at the opening of the Cleveland 
meeting. It is one of the strongest en- 
dorsements of life insurance ever made 
by a prominent churchman. 

With its combined attendance of more 
than 2,000 at the two annual meetings 
which have been held so far, the Ohio 
sales congress has become an institution 
comparable in size to a national conven- 
tion, It shows what can be done through 
organized effort and, as in selling insur- 
ance, by intensively working the terri- 
tory. More insurance will undoubtedly 
be written as a result of its inspiration, 
and the increased good-fellowship that 
spontaneously arises from friendly in- 
crmingting is not the least of its bene- 

8. 


Cincinnati Congress 
Was Great Success 


The third annual sales congress in 
Cincinnati was held Thursday, March 
8. at the Hotel Gibson, with President 
Emmet C. Peebles as chairman. W. B. 
Burruss of Kansas City acted as chairman 
‘or the morning session and during the 
afternoon Mr. Peebles relinquished the 
chair in favor of C. V. Anderson, vice- 
President, who Mr. Peebles stated had 
One much of the work in making the 
mente a success. President A. O. 
> lason of the National Association was 
ro guest of honor. Mr. Eliason said he 
birtia = Cincinnati because it was the 
al vince of the association movement 
a when he thought of his good friend 
; predecessor in office, Jack Shuff, he 
ould not stay away. Mr. Eliason was 


im fine form and in his two talks, morn- 





ing and afternoon, showed that the dele- 
gates at Toronto last autumn made no 
mistake in electing him to their leader- 
ship. Mr. Eliason is fully up to the 
standard of the presidents that have pre- 
ceded him. 

One of the star features of the day 
was the address of Vice-President of the 
National Association Roy Heartman of 
Des Moines, who spoke on “Scientific 
Life Underwriting.” So impressive was 
Mr. Heartman’s talk that one of the men 
in attendance said that his audience 
would have willingly remained perfectly 
silent for ten minutes after the close of 
his address. Mr. Heartman is one of 
the splendid orators developed in the 
National Association ranks. 

Mr. Burruss made his talk, “Shakes- 
peare as a Salesman,” before the Cin- 
cinnati Chamber of Commerce some 
little time ago and at that time promised 
President Peebles that he would come 
over to Cincinnati for the sales congress. 
Mr. Burruss is one of the “finds” this 














year among the speakers and he will no 
doubt be in great demand. 


Shuff and Eliason 
Both on Program 


Ex-President John L. Shuff, although 
recovering from his recent illness, gave 
a short address and introduced Presi- 
dent Eliason. Mr. Shuff said that life 
insurance is the only business that has 
a program both for the salesman and 
the customer. He said that the life in- 
surance profession has grown not so 
much in numbers as in quality. Twenty- 
six years ago when he entered the life 
business in Cincinnati destructive com- 
petition was the order of the day; today 
any company licensed by the insurance 
department is recognized as entitled to 
respect and fair dealing. “We are not 
trying,” he said, “to make experts or 
actuaries of agents, but competent men 
in their business.” Mr. Shuff spoke 
feelingly of his experience in the life 
insurance business and the many friends 
he has made, and closed by giving out 
the subjoined “Creed.” 

President Eliason spoke of cooper- 
ation in life insurance work and how it 
has supplanted the old vicious competi- 
tion. He said that in these salesmen 








congresses the most experienced agents, 


irrespective of companies represented, 
one after another, gets up and gives the 
best that is in him for the benefit of his 
brother agents. “We have abandoned 
individual isolation and adopted helpful 
cooperation. The life insurance business 
is yet in its infancy.” Harry B. Rosen, 
he said, showed that life insurance men 
are limited only by their own personal 
limitations, and that many men do not 
realize their possibilities. He gave a 
rapid survey of business conditions and 
said that they are everywhere promising. 
January of this year was much better 
than January of 1922, and even than the 
preceding month, December, 1922. Mr. 
Eliason believes that the public is sold 
on life insurance and that the time will 
come if agents continue to do their work 
properly when men will go into their 
offices and ask for life insurance just as 
they now ask for fire insurance. He 
quoted Roger W. Babson as saying that 
the next few months will be the era of 
the salesmen. 


Estimate 18 Percent 
Cost of Administration 


Mr. Burruss stated that he had re- 
cently had occasion to examine the rec- 
ords of estates in Kansas City and that 
he found that the cost of administration 


and myself. | 
| 


John L. Shuff's Creed for 1923 
1. I believe in God, in my country , ; 
2. I believe in the love of good women and in the friendship of true men. 
3. I believe to have a friend, you must be a friend. : 
4. I believe there is more good than evil in the world although the evil 
makes the more noise. 
5. I believe I am as good as any man on earth, so long as I act on the 
uare. 
6. I e you get out of the world what you put into the world. | 
7. I believe my future—to make or mar—is in my own hands. 
8. I believe you are where you are because of what you are. | 
9. I believe I can accomplish whatever I honestly try to do. 
10. I believe that hard work, thrift and common sense will put any man | 
on top. 
11. I believe the knocker, the cynic and the calamity howler are pests that 
should be suppressed. ; 
12. I believe in eternal justice—that fair dealing always pays and produces | 
the only happiness and success worth while. : 
13. I believe that all the good things of life, love, honor, friends and | 
money, belong to the man who goes after them and never quits | 
until t gets them. : 
| 414 I believe that responsibilities are personal and can not be shifted and | 
that our responsibilities do not cease with our city, our state or | 
our nation and with Woodrow Wilson I believe in world responsi- | 
bility. This is my 14th point. 


of $28,000,000 in estates was 18 percent. 

One of the best features of the Con- 
gress was the address of Abner Thorp, 
Jr., editor of the Diamond Life Bul- 
letins, whose topic was “An Old Song 
with a New Tune.” Mr. Thorp has 
made a brilliant record as editor of the 
Diamond Life Bulletins and he showed 
that he is equally skilful and effective in 
getting his thoughts acrogs to the audi- 
ence from the platform as from the edi- 
torial desk. Mr. Thorp was one of the 
distinct hits of the meeting. His feature 
was repeated at the Columbus and 
Cleveland sales congresses. 

Quoting from the Dartnall Corpora- 
tion survey of the causes of failures of 
salesmen in many lines, he showed that 
37 percent of the failures according to 
this survey are due to lack of industry 
and another 37 percent due to discour- 
agement. He then addressed himself to 
the solution of this problem by giving 
illustrations of how the law of increasing 
returns operates. An aeroplane “taxies,” 
that is, it does not leave the ground, as 
long as it makes less than 40 miles an 
hour. It takes two or three times as 
much coal to reach a certain temperature 
of heat as to maintain it. A heavy auto- 
mobile truck going along the street takes 
an immense lot of power to get started, 
but after it gets going its momentum 





will carry it through the side of a build- 
ing. 

An agent making 40 calls a week and 
writing $3,000 or $4,000 of business by 
increasing his number of calls to 60 per 
week, will write not $5,000 or $6,000 of 
business, but from $7,500 to $10,000 per 
week. In other words, the man who 
makes only 40 calls a week “taxies” all 
the time; increase the number of calls 
to ten a day and he doesn’t have time to 
let down. He keeps going all the time 
and thus keeps up his momentum, which 
gets the business. Not only does he 
make more calls, but because of the in- 
creased momentum each call is more 
efficient. 


Analyzes Low Production 
of Life Underwriters 


The reason for the low production of 

many life salesmen, particularly the old- 
timers, he ascribed to the fact that they 
have not been sold the idea of planning 
their work. They will not (1) plan their 
work; (2) keep records; (3) they have 
to boss themselves. Why will specialty 
salesmen, men working for the Bur- 
roughs Adding Machine, the National 
Cash Register, etc., plan their work and 
life men will not? He gave a record of 
an agency in a western city whose aver- 
age calls per man was only four per day, 
whose interviews were three per day and 
whose hours spent outside of the office 
were only three. Such work would not 
be tolerated in any other than a life in- 
surance office. 
_ He gave an apt illustration of the dif- 
ference between the old-time agent who 
will not plan his work and the men who 
have learned modern selling methods, 
by repeating the story told by Emerson, 
the scientific planning expert, of how he 
helped a young man to win an under- 
water swimming race. Although he 
had undergone no training for the race, 
whereas the other entrants had been 
working for several weeks, simply by 
giving him the goal of holding his 
breath for two minutes and of swim- 
ming 24 strokes when by actual trial 
without a goal he had been able to hold 
his breath for only 56 seconds and take 
16 strokes. This he had been able to do 
by over-oxygenating his blood before . 
taking his breath and keeping in mind 
the goal. The schedule for the race was 
made up and put on paper. 


What Scientific 
Planning Involves 


Modern scientific planning involves, 
said Mr. Thorp, (1) getting the facts; 
(2) making the plan; (3) making out 
the schedule and rigorously living up 
to it, 

Ask the old haphazard worker how 
much he can do and he will say, “I'll do 
as much as I can.” Ask the trained 
young man how much he can do and he 
will say, “I can and will do three or four 
or six interviews every day.” He has 
the facts. 

The old-timer when asked about this 
will say, “What plan?” The trained man 
says, “I see the fellows I have to see: 
I lay out my work in advance and I 
route my calls to save time.” The old- 
timer who relies upon dogged persever- 
ance alone falls short. The young man 
says, “(1) I keep records and quotas; 
(2) I am learning principles; (3) I have 
vision.” 

Mr. Thorp then outlined the card sys- 
tem in use by Frank W. Pennell of New 
York and others by which an agent 
keeps track of himself and soon dis- 
covers his weak points by a study of 
his own record. Mr. Thorp drew a pic- 
ture of life insurance as it is today. 
Fifty cities, he said, in 1921 received a. 
million dollars or more each in claim 
payments; $1,170,000,000 were distrib- 
uted by life insurance companies in 
1921; $1,710,000,000 were saved in pre- 
miums. Mr. Thorp’s plea for the ac- 
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ceptance of individual responsibility by 
the agent to see that his prospects have 
enough life insurance and his picture of 
life insurance as a profession went over 
big. Chairman Burruss called for a 
raising of hands of those who were will- 
ing to try Mr. Thorp’s plan for a few 
weeks and most of the hands went up. 
The’74 percent of failures in salesman- 
ship would no doubt be turned into suc- 
cesses if the system were used. 

Harry D. Wright, superintendent of 
agencies of the Metropolitan Life, spoke 
of present-day opportunities in life in- 
surance work and showed that oppor- 
tunities for the life salesman are greater 
than ever before and constantly broad- 
ening. Twenty-five years ago life in- 
surance was a rather simple business as 
compared with the complexities en- 
countered today. Mr. Wright said that 
vision is one of the great things in life 
insurance work, that sometimes agents 
are too close to their business to get the 
proper perspective. Like a beautiful 
painting, it can best be visioned from a 
little distance. While he believes in 
close attention to details, system and the 
like, he believes that every agent should 
once in a while stand off and view the 
magnitude and splendor of life insurance 
as an institution. It is said that 50,000 
people living in Buffalo have never seen 
Niagara Falls. People that are too close 
to a thing seldom appreciate it. He said 
that one thing that salesmen in other 
lines can learn from the life insurance 
man is the value of the quality of per- 
sistence, sticking. to it, perseverance. 
The reason probably why the life man 
has this quality is because he realizes 
that he is in competition with death. 
Mr. Wright advised life men not to 
associate with failures and grumblers, 
but to form contacts with those who are 
hopeful, ambitious and _ optimistic. 
Agents should become showmen as well 
as salesmen; they should visualize their 
proposition, show pictures, charts, etc.; 
the agent should always paint a picture. 
The good agent does not talk too much. 
A good doctor does not give lectures on 
hygiene to every patient and describe 
the science of medicine, but he prescribes 
the remedy. 


Burruss on “Shakespeare 
as a Salesman” 


Following Mr. Wright, W. D. Bur- 
russ of Kansas City gave his splendid 
lecture on Shakespeare as a Salesman. 
He said that salesmen like great writers 
are creators of ideas and painters of 
pictures. “Shakespeare is the greatest 
salesman because he wrote 37 plays with 
over 200 characters, none of them alike 
and all expressing original and distinct 
views of life. The ideas in Shapespeare 
the the fundamentals of salesmanship. 
He made many quotations from Shake- 
speare which are selling points for life 
insurance. 

He told the story of a part-time agent 
who was a rural mail carrier and who 
solicited a man on a little farm who had 
a wife and two children but who was 
religiously oposed to life insurance, re- 
garding it as a secret society. He went 
to this man’s house one evening after 
his work and said to him: “I want to 
spend the evening with you, I want to 
tell you a story.” He then told the story 
of a man living on a meager salary who 
married, had children and _ struggled 
along trying to make both ends meet. 
The family was in hard circumstances 
and one night the man got up, put on 
his clothes, and decamped without his 
family’s knowledge. The agent then 
painted the picture of the predicament 
of the widow and the children. She 
could go back to her family with her 
children, and be “like a sore thumb on 
their hands;” or she could.go out in the 
fields and work at manual labor, the 
only kind of work for which she was 
fitted. “What do you think of a man 
who would leave his family in the lurch 
like that?” he asked. The reply was that 
he ought to be brought. back and jailed. 
“But,” said the agent, “Suppose he didn’t 
leave them in the night, suppose he 
caught pneumonia, and died. What 
The man saw 


about the family then?” 











the point and signed up. 


An element of humor was injected 
into the congress at the afternoon ses- 
sion when C, V. Anderson and Law- 
rence C. Witten put on a “sales demon- 
stration.” In this the situations of the 
agent and the prospect were reversed, 
Mr. Witten taking the part of “the un- 
willing agent,” and Mr. Anderson that 
of the prospect eager to take out some 
insurance which the agent was “too 
busy” to give him “today.” Finally Mr. 
Witten after much persuasion was pre- 
vailed to write the policy, which he did 
with great apparent reluctance. 


Columbus Congress 
Drew from Central Ohio 


Several hundred life underwriters 
from central Ohio attended the sales 
congress held at the Chittenden Hotel 
in Columbus, Friday, under the auspices 
of Ohio Association of Life Under- 
writers, of which George A. Bredehoft 
of Columbus is secretary. Ralph W. 
Hoyer, president of the local association 
presided. Among the speakers was 
State Insurance Superintendent H. L. 
Conn, who told of the high character of 
men needed to make insurance agents 
and discussed Ohio laws and legislation. 
He praised the law which gives the 
licensing of agents and solicitors into 
the hands of the state. 

That scientific underwriting demands 
a high grade of service which can be 
rendered only by those who understood 
the theory of insurance was the declara- 
tion of Mr. Conn, who spoke on the sub- 
ject “Recent Department Rulings.” “No 
more forward looking step has been 
taken in Ohio insurance in a decade than 
the enactment of the law which gives 
the supervision of the licensing of 


agents, including of course the solici- 
tors, to the state,” said Superintendent 
Conn. 


“The 40,000 men and women of Ohio, 
who possess such writs, and who devote 
their time and energy to the writing of 
insurance, should be protected against 
those who endeavor to secure licenses 
merely to place the family business, that 
of a few relatives or friends, or write 
an isolated but attractive line,” Conn 
told his audience. This statement, per- 
haps more than any other made by him, 
was received with great enthusiasm on 
the part of those present. 


Eliason Stresses 
Value of Education 


A. O. Eliason, president of the Na- 
tional Association, pointed out that at 
the present time it is education that 
brings about results and not strength. 
“Educate your public to the need of the 
product or service you are selling and 
you will widen your market,” said Mr. 
Eliason. 

Using statistics, Harry D. Wright. 
superintendent of agencies, Metropoli- 
tan Insurance Company, New York 
pointed out that between 40,000,000 and 
50,000,000 persons in the United’ States 
carry insurance. The policies aggregat- 
ing approximately $70,000,000,000 of in- 
surance. The money which the insured 
pays in is used for the building of enter- 
prises and investments. For these and 
other reasons, Mr. Wright referred to 
the insurance industry as the “economic 
life blood of the nation.” 

Other speakers on the program were 
Roy A. Heartman, Des Moines, vice- 
president of the National Association of 
Life Underwriters; Abner Thorp, Jr., 
Cincinnati; and W. B. Burruss of Kan- 
sas City. 

An interesting poll was taken of those 
present as to (1) how much insurance 
is carried; (2) lump sum or monthly in- 
come; (3) have you made a will? 

226 cards were turned in showing 
total insurance carried of $4,750,00, of 
which about $2,000,000 was monthly in- 
come. The insurance therefore aver- 
aged about $20,000 per man and $50 per 
month of monthly income. About 30 
percent reported that they had made a 
will but others reported that their life 
insurance would be their sole estate and 
that they had virtually made a_ will 
through the trust provisions of their 
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le. the attorney and administrator and the | same time. =_— ducements for live 
— fees to which they are entitled; the set- * # * 
— tlement of estate is often complicated Wilkes-Barre, Pa.—George A. Huggins, ° ° ° ~ 
and subjected to much expense in going | actuary of the Home Life, gave an inter- agents In Illinois and Indiana, 
—- the necessary legal formalities. | esting talk on life insurance problems 
This is true when the witnesses have | last week at the regular monthly dinner 
moved away or died and in cases where | of the Wilkes-Barre association. J. C. a vantageous contracts, 
it is ——, that = mens A... of | Harvey of the Girard Life, president of * 
unsound mind, or that undue influences | the association, presided and reported on d d ] f h 
were brought to bear upon him. the success which had attended the local stan ar po Icy orms, ome 
A Also Bag = =o work and ex-| “thrift week” campaign. W. 8S. Tompkins, e ° 
oneal pense is incurred where parts of the | of the association’s executive committee, ffi = d th 
—— estate are in different states. Federal, | reported on legislative developments at Oo ce co operation an € 
N state and transfer taxes are a heavy | Harrisburg. ° t 
burden on large estates and must be Actuary Huggins was introduced by influence of 1200 b>} ockhold- 
" mae RED. ~~ p - = J. F. Moffitt, local district manager of the - 
cre unds tO | Home. He said: “The public generally b th S 
a pay all claims against the estate within | has misconceptions about the life insur- ers in Oo tates. 
a" one year after the will is probated. ance contract; hence it is the duty of the 
A knowledge of this important subject | agents to educate the public in the fun- 
- m — the life underwriters | gamentals of a contract. The essence 
with their service to the public in pro- | o¢ an . 
. y contract is the promise to pay on 
ei LS aoe cee oe poe — the part of each party involved, the com- Five thousand leads received last 
ng debts, 
. tuxes and administration expenses. | Dany {0 Pay the face value the specified month from our stockholders. 
Shrewd business men are today writing i Unfort tely tal if 
thir own wills through trust agree- a ey © Se 
Y eaten a exists between the home office and the 
nd guaranteed income provisions 
—_— in their life insurance contracts; wills field force, but both are equally essential 
— y in an organization. The life underwriter 
which cannot be broken do not require f tod is of higher t th his 
probating, the service of an administra- ae ~~ = ft rs & * ype a h : , ’ ’ 
tr, nor the consequent expenses. | | Predecessor of former Neence.” Chicago National Gnderwriters Co 
.. The Rockford association has gained | Ore PeP + ca Menge es fe h » 
O six new members since the first of the | _Mr. Schiiecher of the Home Life home INCORPORATED 
— year. The next meeting will be April 2. ey 8 A ‘s mak GENERAL GENTS 
7 9.9% ing arrangements with the local Y. M. A 
New York—The annual sales congress | C. A. to open a course of instruction in 202 So. State St. Chicago, Ill. 
of the New York Association is being | life underwriting, as is being done in 
) held today at the Hotel Astor. An in- | Philadelphia and other cities. 
° tensive business getting program has x * « 
— been arranged and leading producers Philadelphia, Pa,—At a meeting of the 
from all agencies of the city will par- | ppijadelphia association Thursday, a 
ticipate in rapid fire discussions of the | resolution was adopted authorizing the 
many phases of the business. Members | appointment of an advisory board of 19 
will be asked to tell how they get pros- | jitg ynderwriters to examine all who 
need ppm of ————— Se apply for license to sell life insurance in 
oh ae Saeee Ayamens. o8€ | this state. This board while working in- 
ge of the congress are anxious 
that as a result of the suggestions offered dependently of any state agency will co- 
— every one present will secure at least operate to the fullest extent with the in- 
—, on : . surance department at Harrisburg as re- 
one new idea that will sell a policy dur- aan to oe endati f didat 
ing the following week. For this reason = li ea aa i =— eS 
every life underwriter in the city has ~* yo » os ong ed t 
been approached during the week pre- @ board, to consist entirely of mem- 
ceding th bers of the Philadelphia Association of 
‘ & the sales congress to draw up > ~ 
in concise form arguments that have Life Underwriters, will be appointed with- 
secured signatures on the dotted line. in the next few days by Joseph C. 
% oa —— a ag of the a, It 
w comprise three representatives from 
Fargo, N. D.—In addition to the elec- | local home offices, five representatives TERTOWN SOUTH AKOT, 
— tion of officers at the annual meeting | from weekly premium or industrial in- WA ’ D A 
ne of the North Dakota Association, the as- | surance companies, seven representatives 
ON” Sociation took steps to inaugurate a/j| from regular policy life insurance com- 
campaign against rerating and other | panies. In addition, there will be the 
per practices, an outgrowth being | president and secretary, as well as the A ° 
e adoption this week of a recommen- | chairmen of the law and field practices t e t 
dation to cooperate with Commissioner | committees. S ron cons rva lve 
ag naarance S. A. Olsness in the en- The action taken by the Philadelphia . 
ement of the new agents’ license | association was the result of a confer- 
law. R. A. Trubey of Fargo, secretary- | ence between members of the association a resslvée com an 
easurer of the association, has been | and the acting insurance commissioner at 
snnorized to get the names of all new | Harrisburg last week. 
teensees under the new law and to send s* * * 
a hew agent information in writing 
~-J insurance and the code of ethics oo hae ge pw a —— the te ’ . 
gnized by life underwriters, callin c » was the principal speaker If VYOl RE b h h dl 
their attention to all porbnterer tved of ae at the March meeting of the Duluth As- ig enoug to an e a 
7 The North Dakota life under- pneenneagpen’ ae Ames spoke on the bud- a 
titers are trying to give Mr. Olsness | 8¢ting of income to provide for insur- G ] A d 
sily! all possible oumaieiion tn carrying out | 4nce and of the percentage of income enera gency, an can prove it; 
x! bea provisions of this new law and are | tO be allotted for life insurance, He told aaoed 
opeful of entirely abolishing rebating, | how the agent can assist his client in ll d 
twisting and all PB ner Fe prac- | determining how much insurance to wil ing to emonstrate your pro uc- 
oe The officers named at the annual | C4rry. —" od ae © R 
“eeting of the association were: A. W. . © b f k f ] 
rsa State manager Northwestern Na- Fond du Lac, Wis.—At the annual tivity e ore as Ing or specia con- 
‘onal, iene Cc. H. Simpson, McVille, | meeting of the Fond du Lac association, . 
. J. State manager Minnesota Mutual,|S. D. Boreham was elected president; 
, Vice-president; R. A. Trubey, Fargo,| M. N. Duel, vice-president, pe Miss cessions, WE can arrange a direct 
aeentoee Guardian Life, secretary- | Mary E. Costello, secretary-treasurer. 
er. e executive committee is | U. 8S. O’Connor was th rincipal speaker ° 
x boned of these three officers and M./| at the meeting. The wane ‘nancies ome ce contract with expense 
‘. Hatcher of the Great West Life and | meeting is scheduled for April 5. 
WA Rt Lewis of the Mutual Life of New allo a ° M t N th D k t 
= =< Edward Andrews, son of Senator W. L. wance in ontana, or axota, 
Davenport, Ia The D 2 gomons of eens, secretary of me e 
cia ’ om avenpor ssO- enandoa e, underwent a surgica C ] d M d N b k 
— at its monthly meeting, March | operation at a Richmond hospital a few O ora 0, innesota an e ras a. 
ITA mt oted to renew its advertising cam- | 48ys ago. By a queer coincidence, the 
- 6 for another year, About $1,500 senator's brother, Frank M. Andrews, of 
———— &8 raised fo : Cotton, Col., was operated on the same 





r this purpose last year, 


Practically every life agency in Daven- 


day for the same complaint at a hospital 


in Colorado. 
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THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


05-107 Fifth Avenue New York City 











DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 























FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting 
booklet 


“Si.ggesticns for Increasing 
Your Income’”’ 
‘and would be pleased to send a copy 
to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 











THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 
Philadelphia 














Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance tn Force, $13,500,000 
HH. STEELE, = F.L.CONKLIN, | 

Cc. L. YOUNG, 1-8, SEA. 


and Actuary 
J. L. BELL, W. H, BODENSTAB, 
T Medical Director 











Policy Literature, Rate Books, etc. 


ges 
PRICE, $3.50 and $2.00 respectively. 





Supplementing the “Unique Manual- 
Digest” and “‘Little Gem,”” Published Annually in May and April respectively. 














CENTRAL STATES NEW RATES 


Dividend Scale for 1923 Announced and 
Also Adoption of 5 Percent In- 
terest Rate 


The Central States Life of St. Louis, 
Mo., has announced a new dividend 
schedule, effective April 1, which shows 
material increases in the rates of return, 
and further announces many liberalized 
policy features, chief of which is the 
adoption of 5 percent as the rate to be 
used for interest on all dividends left 
on deposit and on installment and trust 
fund settlement dividends. This places 
the company at the top in the matter 
of interest rate. The new schedule of 
dividends on the three principal policies 
is as follows: 

Ordinary Life 
Payable at End of Year 
3rd 5th 
$2.95 $3.06 
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4th 10th 
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Reports Business Booming 


The Missouri State Life of St. Louis 
has been smashing all its previous rec- 
ords since Jan. 1. Its records show that 
for January, February and the first ten 
days of March, $38,933,000 in written 
business was placed by the Moslic hus- 
tlers. This compares with $22,097,000 
for the same period last year, or an in- 
crease of more than 76 percent. 





Connecticut Mutual 
—_ - = 


The Connecticut Mutual Life has an- 
nounced a new schedule of limits on life 
policies, which it will accept on individ- 
ual lives, the new limits on male lives 
being as follows: 


Nearest 
ndowment 
Budget Adj. 
and 2 Yr. 
Init. Terms 


Age 


Under 20.$ 
20-24 ... 
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50,000 $ 
100,000 
60,000 
40,000 
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Sur-3bo 


61-65 


*No insurance written on the annual 
life plan at ages 61-65. 

The limit on female lives will be one- 
half that for men of the same age. 

In determining the amount of three 
or four year initial or five year con- 
vertible term insurance which will be 
granted, any ten year convertible term 
insurance on the life will apply against 
the limit stated; and similarly, in deter- 
mining the amount of budget adjust- 
ment or two year initial term inSurance 
which will be granted, any three or four 
year initial or five or ten year converti- 
ble term insurance will apply against 
the limit stated; and likewise any budget 
adjustment or term insurance on the 
life will apply against the limit stated 
for life or endowment insurance. 


TEXAS OFFICIAL CALLS 
BANK AGENT PARASITE 


(CONTINUED FROM PAGE 1) 


tops, is most selfish and arrogant and 
tolerates no curbing of its influence ané 
power. There can be no fair competi- 
tion between a bona fide insurance agent 
and a bank agent in a community where 
the latter knows the financial status of 
every person, knows his financial obli- 
gations and relations, and uses this in- 
formation to his own selfish interests 
to drive into his grasping coffers the 
additional pennies extorted as policy 
commissions by this strong armed 
method from his trusting customers. 


“Has Feet in Trough” 


The bank agent has his feet in the 
trough, and when he has gorged himself, 
the remainder is left to the bona fide 
agent who is not so fortunate as to be 
a banker but possesses, nevertheless, 
the obligations of a good citizen, pro- 
viding for his family and himself. 

Bank officers cash in their position in 
partnership with an insurance, agent, 
adopting a liberality of loans as an in- 
ducement to the sale of insurance, the 
commissions being divided individually, 
leaving the bank and the insurance com- 
pany to carry all the responsibility. It 








fis all well if it ends well, but otherwise 
if it does not. Ng one can be hurt ex- 
cept the bank and the insurance com- 
pany by this character of arrangement. 

The affiliation of banks and insurance 
companies has been carried to such an 
extent in this state that some of the 
annual statements of insurance com- 
panies, being filed in this department, 
show that while they carry large sums 
of money deposited in banks, they do so 
to buy influence of the banks and to 
borrow money to carry on the business, 
Both banks and insurance companies in 
this state have been heavy sufferers by 
reason of this character of arrangement, 


Aganist Bank Agency System 


This department is fundamentally 
against the banker agency system, and 
considers it the greatest menace to the 
futyre interests of insurance. It is 
poison to the heart of the business, in 
that it drives from the business those 
capable men and women who see in this 
arrangement the utter destruction of 
hope of success in the business. I con- 
sider it the duty of the commissioner, 
under his discretionary power given him 
by the legislature, not to arm the bank- 
er-agent with a license to extort money 
from the public, of whose funds such 
banker is the legalized custodian. ‘ 

This is a day of specialization, and the 
banker who renders an honest and effi- 
cient service to that sacred relation that 
exists between him and those who have 
trusted him with their money is exer- 
cising and using his talent to the full 
measure that is expected of him. 


Chicago Banker Had Big Policy 


Fred W. Popp, president of the Lo- 
gan Square Trust and Savings Bank, 
who was found shot to death and pre- 
sumably a suicide in his automobile 
near Chicago on Mar. 9, carried a $100,- 
000 life policy and $15,000 in accident 
insurance with the Missouri State Life. 
The policies were taken out in Decem- 
ber, 1921, J. A. Walsh of Chicago plac- 
ing the business. The payment of the 
accident policies depends in all prob- 
ability on the verdict of the coroner's 
jury. Should it be found that Popp 
committed suicide the company would 
not have to pay the $15,000. Suicide 
would be ng defense on the larger policy 
as more than a year has expired since 
it was issued. 


Before U. S. Supreme Court 


The appeal taken to the United States 
Supreme Court by the International 
Life, plaintiff in error, against Adrian S. 
Sherman of Kansas City probably will 
be argued before the highest court this 
week. Charles Revelle of St. Louis and 
former Sen. A. L. Cooper of Kansas 
City are representing the International 
Life while O. S. Hill of Kansas City 1s 
counsel for Sherman. The International 
Life took the appeal from a decision of 
the Missouri Supreme Court holding 
that a judgment in the Federal Court 
handed down by Judge McPherson was 
not valid. The action grew out of the 
re-organization of the Great Westerm 
Life Insurance Company, which was if 
receivership and had issued investment 





certificates which were purchased. 














STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has for seventy-nine years been one of the leading purely Mutual Life Insurance institutions of the 
country, constructive and progressive in all things of value to its policyholders. 


The cordial relations between the home office and the loyal and efficient field force is a constant 
source of gratification to all those connected with the company. 


B. H. WRIGHT, President. 


D. W. CARTER, Secretary- 
STEPHEN IRELAND, Superintendent of Agencies. 











